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APPLETON 


UNILETS 


Registered U. S. Patent Office 


A Size and Shape to Fill Every Need 


® Unbreakable malleable iron castings . . . 
may be hammered back in shape if dented 


® No cover ear lugs inside the Unilet body 


® Smooth cadmium-plated finish, free from 
holes, blemishes, gating marks 


® Chamfered hub edges assure straight and 
accurate taper thread tapping without 
rough edges 


® Reinforced, raised blank metal covers 
® Wide, flat cover surfaces 
® Wide variety of covers 


APPLETON 





The only Fuse with the HEART 
TO GIVE COMPLETE PROTECTION 


ECON-ALLOY makes the difference! 


The heart of this unique fuse is made of exclusive Econ-Alloy. 
When current overload is continued beyond the safe, pre-deter- 
mined time, Econ-Alloy breaks the circuit by changing directly 
from solid to liquid. The usual plastic stage is eliminated, 
insuring faster, more accurate protection against overloads. 


aS 


\ 
\.@ ¥ S- @ cut fuse costs 
je @ end needless fuse blows 
caused by temporary or 
A harmless overloads 


@ eliminate unscheduled down time 
due to needless fuse failure 


‘ instantaneous short circuit 


protection 
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every month, ads like th 
tf ° 7 are telling your customers to see you f > the only tuse with the 
COrtriddge FUSES i: smie reli Bont ul ul tan "uty : 
| your stock. Check n nd ure of a supply to fill every sale Y & . 
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ECONOMY FUSE & MFG. CO., 2717 Greenview Avenue, Chicago 14, Illinois 
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TO OUR DISTRIBUTORS 


We're on record as peing opposed to the indiscriminate 
establishment of local warenouses by manufacturers. 

We've put it in writing om Page 6 of our policy manual, 
"Square p and Its Distributors: 

However, WE firmly believe that national manufacturers 
require strategically placed regional supplementary stocks 
to back Up their local distributor efforts. Otherwise, 
authorized distributors located at @ great distance from the 
parent manufacturing plant are at @ distinct disadvantage 
when compared with competitive distributors serviced by 
nearby competitive plants. For this reason, WE have 
established 15 regional warehouses to make us and our 
distributors "delivery competitive” across the country - 


The basic distributor complaint against local warehousing 
stems from poorly policed stocks which permit customers %t© 
be sold direct "out the back door" and enables some weak 
distributors to “Live off" the manufacturer's inventory, 
thus hurtin tter-stocking distributors. Let me make it 
plain that we police our regional stocks very closely: 

We find that relations with our distributors are «trengthened 
when this is done because We can g1V them and our mutual 
customers substantially better service. 


We repeat ~~ we are opposed to a great number of local 
stocks. It 158 impractical and economically unsound. We do 
favor 4 limited number of regional supplementary stocks t0° 
offset competitive deliveries and support our distributors: 
All of us gain from this realistic approach. 


sincerely, 


° 


Ww. d- Moriarty 
Distributor Relations Specialist 
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PRICING eEcectTRICAL 
Wholesaling 


The curse of the 
electrical supplies 
salesman |! 


eee 
But not when he uses 
NATIONAL PRICE SERVICE 


»Up to the minute 
net prices 


- Illustrations 

- Comparative catalog 
numbers 
Descriptions 


Zones where applicable 


All in one carefully organized, compact 
binder or with carrying case or desk rack 
to suit your preference and 


without extra cost. 





HENDERSON-HAZEL CORP. DEPT 


13601 Euclid Avenue, Cleveland 12, Ohio 
complete details about 
NATIONAL PRICE SERVICE to us 
immediately - no 


Please send 


obligation 


Nome 
Title 
Company 
Address 
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Credits and Collections 


Plenty of news, views and practical 
ideas you can use—that’s this issue of 
ELECTRICAL WHOLESALING 

Despite the general downturn in 
business, electric heat’s selling poten 
tial has continued to improve, EW 
found in preparing the special up-to 
date report starting on page 29. 


Is the electrical engineer really 
necessary to the typical electrical dis- 
tributor and his salesmen? 


We ft 


“If contractors could only sell 
YI litors run into con 
Des Moines has 
for helping cus 
For de 


an old 


Seems like every one—including 
the mayor—turned out for the open 
Electric Supply’s 

For a look at the 
rchandising-warehousing 
ideas it itures, turn to 38 


+ * 


page 

You'll find a new department in 
this issue—Manufacturer’s Review- 
ing Stand.” Its purpose: to present 
the opinions and thoughts of manu 


t 


cturers ; hey bear on distribution 
this month’s 
Steber 
(Hal) Cramer 
orp. See Page 


i 


problem 
Stand larence Steber, 
Mtoe. Cx 

"Nuff said! Let’s read 
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ONE SURE SOURCE OF SUPPLY 
for all your wire and cable needs 


Working through a Circle siness for wire and cable 
users. Reasons: quality products, yility of supply, all-out service 

Take quality, for example! It’ 
from the basic metals mined ar ined by Circle’s own parent company, 
Cerro de Pasco, right down to tl ! 1 wire and cable : 


pius in every Cire le produc { 


—all the result of 
a business philosopl 


hy of ts which far surpass minimum 
requirements. 

The same goes for su 
completely stocked wareho usually take care of their needs. And 
when they can’t, they know a simple telephone call t 


‘ their distributor to 


ly and service. Circle users know that nearby 


ises can 


the plant will get the fast action they want 
So why don’t you make a Circle distrib 


supply’’—many other satisfied customers do. 


WIRE & CABLE 
a subsidiary of 
Cerro ve Pasco CorPoRATION 


PLANTS: Maspeth and Hicksville, N. ¥ SALES OFFICES & WAREHOUSES: In al! principal c 
* VARNISHED CAMBRIC CABLES * PLASTIC 
NEOPRENE SHEATHED CABLES * “CIRTUBE” EMT 


ties 
RUBBER COVERED WIRES & CABLES 


INSULATED CABLES 





LETTERS TO THE EDITOR 





June Issue Reactions 
Dear Siu 


1 have just finished youl 


reading 


June 1958 bout the fourth 


issue [or 
time 
I want you to know that I think 


you and your entire staff are to be 


congratulated for the most compre 


hensive and intelligent study of our 
ndustry that has yet come into print 

The highlights of the 
by Dr 


and should be 


made 
iting 
required list for 
} 


study 

Lewis are just as fascin 
on the 
stributor and 


nect : 
connected Ww 


manutacturer! ( 


every 
manufacturers agent 
the electrical industry 

I would like to have six 


ction sent to my pe 


reprints of 
rsonal atten 


my heartiest congratulations 
job well done 
JAMES E. FENN 
SALES MANAGER-TAPE DIV 
PLYMOUTH RUBBER CO 


AN TON MASS 


De if SII 
I have gone through 
rather scrutinizingly 
that you 
| 


utstandingly ex 


most appropria theme and 


“ht 
irving (it rou vith 


most 


PRESIDE® 


HOWI 


the June issue 
editorial 
Electrical 


i Dynamic Economy 


parts of 


Distributing 


youl 


copies of 
' 


iV 





A Commendation 


Dear Su 
At the 
C;overnors 
Electrical 
San Francisco, on 


meeting of the Board of 
at the National Assoc 
Distributors 
1958 


tion of 
June &, 
very special recognition w 
excellent contributions 
which ELECTRICAI 
Magazine has provided for so many 


to the 





WHOLESALING 


years in helping to make our annu il 


conventions so successful 


Through the compilation and 
convention registra 


tion lists and, particularly 


publication of 
the pub 


lication of the fine booklet covering 


stribution to key person 


fee 


MANUFACTURING 


THOMAS 


BENJAMIN ELECTRI 


This 


prenensive, 


one of the most com 
most complete and most 
outstanding articles | 


M ij I 


{ ying 


Ut 


have eve! 
congratulate 
] 


tremendously fine turn 


povyir ly 

; ; 

ELECTRO 

Hie 

Dear Sit 

this opportunity to compliment you on 

the excellence of the June 

WHOLESALING. We were 

imoressed with Dr 
sider it the 


issue of 
rRICAI 
Lewis 


finest Ww 


M. N. Caval 
MARKETING MANAGER 


NTINENTAL ELECTRICAL EQI 


send us 20 ¢ 
Electrical Produc 
onomy ? 
J I C RANSWI( kK 
VIANAGER COMMER Al SALES 
ANADIAN WESTINGHOUSE SUPPL‘ 


RONTO. ONT 
e Reprint 
to Dept 


WHOLESALIN( 
rk 36, N.Y 





history of NAED, which was 
recent 50th An 
ELECTRICAL WHOLESAI 


responsible n no 


distributed at our 
ING is small 
measul r the success which < 
conventions hav ichieved 

For these fine efforts, our Board 
voted that this letter 


ind appreciation 


of Governors 
commendation 
be directed to th pre 


lisher and editor of 


sident, pub 
ELECTRICAI 
WHOLESALING 

ARTHUR W 


DIRECTOR 


HOOPER 





FXECUTIVI 


NATIONAL ASSOCIATION OF ELECTRI 
CAI DISTRIBUTORS 


NEW YORK, N. Y¥ 


Cash Discount Scoreboard 


Ihe consolidated ‘count of clec- 
trical distributor opinions on the 
cash discount now stands: 

e 156 desire a uniform 
discount from manufacturers. 


cash 


e 5 prefer not to have a stan- 
dard discount. 

A breakdown of the 156 
for standardization 
138 want 2° 
9 want 5% 


votes 


shows: 


2 want 2-5° 


1 each wants net, 2-3°, “2% 
or better.” 3°, “highest.” “as | 
“large enough 
make 
people want to earn it by paying 
their bills.” 


Ihe 161 responses to EW’s ques- 


much as possible,” 


to create an incentive to 


tions are from distributors from 31 
states, representing all sections of 
California with 
24 opinions, Illinois is second with 
19, and 

For an editorial opinion on the 
significance of 
page 10. 


the nation. leads 
fexas third with 12. 


these results, see 





More on Cash Discount 
De 


much 
most 
unit 

products 

Ther 

standardized , discount 
vould ' y ccount 
cedure \ elieve that 
manufacturers 1! gn " put for 
eluctant 


to aeviate ! Lo stablished 


ig pr ) 
most 
some unknown 1! ire 
policies 

We ha good faith by taking 
ounts trom 5 to 


( tinued 


ELECTRICAL WHOLESALING—Augqust, 1958 





VALUE! 


The 
MOE Z47 franchise is the Most valuabie 


im the lighting fixture industry 


BECAUSE, 


4 ollers a complete line of residential} and 
commercial lighting fixtures... the only line 
you need, to blanket the market. | 


“THIS AD APPEARED 
IN THE 

JULY ISSUE OF 
ELECTRICAL 
WHOLESALING 


...with MOE ZZAZ, you need NO OTHER LINE of 


residential and decorative commercial lighting fixtures 


There is a complete selection of decorative and functional light 
fixtures in the MOE Light residential and commercial line 
smartly styled by MOE Light's own internationally famous 
designers...in modern, contemporary and traditional modes 
unique “‘specials.’’ The price range is as wide as the choice « 
designs. Prompt shipment from factories strategically located 
coast to coast permits minimum inventory...adds to the 
other advantages of “‘one source’”’ buying. 
Thus you can meet every requirement of yourself 
every customer with this one versatile line...which ¢« 
universal acceptance because of its visibly superior quality 
enviable reputation, supported by the industry's largest, 1 
iggressive national advertising program 


' ry) 
rriaaily 


MiIovs 


Ra 


mw 


Ra 


% 


Tw 


THOMAS INDUSTRIES INC. ia 
LIGHTING FIXTURE DIVISION Yeadens in 
Executive Office: 410 S. Third St., Lovisville 2, Ky. Dept., EL-8 ( ‘soative fighting 


es at Ft. Atkinson and Sheboygan, Wis.: Hopkinevilie, Ky 
Los Angeles, Calif.; Ft. Smith, Ark 


Factor 
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ECONOMY, UTILITY 
AND CONVENIENCE 


NOW,— and for the life 
of the building! 


presSwitch 


lighting control. From the i 

throughout the life of the buildi 
“quality you can put your finger on”’. 

‘Presswitch” 

materiais \ 

ground 


1 
mak 


” with the slightest pres 
ich of the elbow, providing greate1 
ience wherever it is installed 


witch” in single pole, double pole 
three-way and four-way, with ivorine or browr 
nylon button. It operates in any position, fits stand 


standard wall plate 


For Complete Information, Write 


HARVEY 
HUBBELL, inc. 


HIGHEST QUALITY 
WIRING DEVICES * MACHINE SCREWS 


DEPT. D BRIDGEPORT 2, CONNECTICUT 


AFE, SECURE 
THRU - CONNECTION 


PEEDS AND SIMPLIFIE 


WIRING. SAVES MATERIALS 


WIRING DEVICE 
OFFICE AND WAREHOUSE 
LOCATIONS 


Bridgeport 2, Connecticut 
State and Bostwick Streets 
Chicago 7, Iilinols 

37 South Sangomon Street 
Les Angeles 12, Californie 
103 North Santa Fe Avenve 


San Francisco, California 
1675 Hudson Avenve 


IN CANADA: 


Scarborough, Ontaric 
1160 Birchmount Rood 





LETTERS 
Continued from page 6 


2 on a good many products. Now 
it is time for our manufacturer friends 
who have a lesser cash discount than 
2 to show a little good faith and 
give us that standard 2% cash dis- 
count 

M. R. LIBERMAN 
PRESIDENT 
{LLUMINATING ELECTRIC CO 


CHICAGO, ILLINOIS 


Dear Sur 
If all of the manufacturers offered 
a uniform cash discount to their dis- 
tributors, there is no question that it 
would save all of them a considerable 
amount. It would be very easy for all 
of their employees to remember that 
the cash discount was the same, there- 
by saving them lots of money in train- 
ing new employees and checking to be 
sure that all sh discounts which are 
ire correct. The man-hours 
saved would be considerable, depend- 
ing on the size of the manufacturer 
We have made a careful study of 
this problem and find that 2% is the 
best cash discount. By discounting our 


Ca 


~ 


bills which give us 2%, we can always 
afford to borrow money from the 
bank to discount our bills and thereby 
come out ahead. This is not always 

true for | cash discount 
The 5 cash discount is too much 
When we receive 5 cash discount 
we of course, have to give 5% cash 
discount, and the loss is too great. As 
an example, when the goods which 
for $100.00 at 20% discount, less 
cash discount are paid for, we 
receive $4.00 cash discount. When we 
sell these same goods for $100.00 
and give 5% cash discount, this 
amounts to $5.00. We therefore lose 

$1.00 in cash discount 

We sincerely hope that all of the 
manufaciurers do something to make 

ish discount uniform 
R. L. SNODGRASS 


the C 
PRESIDENT 
GULF COAST ELEC. SUPPLY CO., IN¢ 


HOUSTON TEXAS 


Spreading the Word 


Dear Sir 

This is to confirm our phone con- 
versation of May 22 in which I re- 
quested permission to reprint an arti- 
cle from the May issue of ELECTRICAI 
WHOLESALING. This article is entitled 
“How Distributors are Attacking the 
Downturn.” 

PAUL P. TERRY 

GENERAL ELECTRIC CO 
CIRCUIT PROTECTIVE DEVICES DEPT. 
PLAINVILLE, CONNECTICUT 


e Permission granted 
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Sylvania fluorescent 
lamps give you a dividend of 














light equal to 7 free lamps 
esl amalelalel acts 
























































Another reason why 


Sylvania Fluorescents give more light 
at lower cost than all other brands 


Advanced engineering makes 
Sylvania fluorescent lamps 
superior in many ways- 
makes light a better tool of 
production to increase profits 


Svivania lan deliver more 


ps 
when new. And they continue t 
tain their greater light output thro 


bas 


out useful life by as much as 


For example, at 3,000 hours, in a 
single-shift operation, 100 Svivania 


lamps deliver the light output of about 


SYLVANIA Lighting Products 


make light a better too/ for profits 


LIGHTING e TELEVISION « RADIO + ELECTRONICS « PHOTOGRAPHY «+ ATOMIC ENERGY «+ HEMISTRY - Af 





and TRENDS 





Consensus on Cash Discount 


A large majority of electrical distributors want their suppliers to extend 
a standard 2% cash discount to them. This statement can be accepted as a 
certainty. After sampling and soliciting distributor opinion on the subject, 
ELECTRICAL WHOLESALING is confident that 2%-across-the-board is the 
true consensus. 

In all, we have received 161 opinions—by telephone and telegram, by 
letter, and by “ballot.” Of that number, 156 want a uniform cash discount 
and 5 don't. Of the 156, 139 want the discount standardized at 2%. The 
next largest group—9—wants 5%. 

While this 161 is short of the 500 we had originally sought, the strong 


trend to 2% made such a figure arbitrary and unnecessary. As is the case 


in some elections, a one-sided vote was apparent early in the returns and 
obviously would persist until all the counties were in. 

This desire for standardization makes economic sense. The saving in cost 
ind confusion that standardization would bring has been the central theme 
of most of the opinions we have published. And the desire for standardization 
at 2% is as sound as it is reasonable. That figure is uniform or close to it in 
many other industries and, in the words of one authority, seems best able to 
stand the test of time. 

But the test for the present is to convince the manufacturers of motor 
controls, lighting fixtures and special wires and cables of the desirability 
of placing a 2% cash discount on their products. There is no question that 
distributors would heartily applaud such a step and that the outcome would 
be a gain in marketing efficiency. 


A Round for Mid-Island 


A federal judge in Brooklyn Federal Court, hearing a petition for an 
injunction to halt Local 1922 of the IBEW from “organizational” picketing 
of Mid-Island Electrical Sales Corp. (EW—July ’58, p. 8), was moved to a 
blunt question on learning that the firm’s employees had voted against join 
ing the union. “Then what the hell are you picketing the place for?” he is 
reported to have asked. 

While the reply is unknown, the real answer could not be more obvious: 
to coerce Mid-Island’s management into forcing its employees to join the 
union. This pressure-play is SOP (standard organizing procedure) for preda 
tory unions. And like the well-turned thumbscrew of medieval torture cham 
bers, organizational picketing is painful and often effective. 

But apparently to avoid the issuance of an injunction, the union loosened 
the thumbscrew and sent its pickets home. And, on the face of it, Mid-Island 
had won a round. 


June Issue Impact 


“... One of the most comprehensive, most complete and most outstand- 
ing articles I have ever read! May I sincerely congratulate you for doing a 
tremendously fine turn for the entire electrical industry.” 

rhis is but one comment (page 6 ) we have received on Dr. Lewis’ study, 
“Distributing Electrical Products in a Dynamic Economy,” (EW—June °58, 
p. 77). We are gratified its impact is meeting our expectations 


— 


EDITOR 
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Help customers cut conduit installation 
costs with simplified bending ..... sell 


STEELDUCT 


E.M.T. with the BLUE 
BEND-ALINER stripe 


uf if 


Every length of Steelduct EMT in 2” to 1 Y% 


sizes has this built-in ‘‘bench mark" to 
simplify bend alignment . . . a straight 
blue line from end to end. 


The knurled inner finish, smoothly 
enameled, provides a low 
friction surface for 

easy wire pulling 


Build additional sales with Steelduct Benfield 
Benders. 90° centerlines and shrink-back marks 
are cast in to save time on accurate alignment 
of 90 by 90s, offsets and saddles. 

Use our free booklet... 

‘Making Conduit Bends That Fit’’. 





Also EMT elbows, rigid hot dipped galvanized or enameled steel conduit and fittings. 


THE STEELDUCT COMPANY 


REPUBLIC STEEL BUILDING YOUNGSTOWN, OHIO 
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TOP OF THE NEWS .. . and its significance to you 





Mid-Island 
Wins Round One 


Distributor 
Sales Rise 


New President 
of NEMA 


R.E.A. Threat 


Rousing Housing 


NARDA Survey 


Straw in the Wind? 





“Then what the hell are you picketing for?” At a Federal Court in 
Brooklyn, a federal judge, on hearing the petition for an injunction 
to halt the “organizational” picketing of Mid-Island Electric Supply 
after employees had voted 100 thum down on joining, 

is reported to have fired this blunt question ; cal 1922 of the 
IBEW. To avoid issuance of the injuncti nion sent its sign 
Milton D. Chrisman, president of the firm, reports 

the July EW (containing ghting for a Principle,’ 

| ht against the picketing) were passed around 


received letters from distributors all 


Sales of electrical apparatus and — distributors rose epi 
in May over April. According to the Bureau ensus, the gain 
9 nationally, with a I tering ar n 


J. L. Singleton, vice president dust Group, Allis Chaln 
\ifg. Co., was elected president of the National Association of I 
trical Manufacturers. He succeeds the late W. V. O’Br1 


Electrical Wholesalers are becoming somewhat alarmed at the 
pansion of the Rural Electrification Administration program 
tat vide co-op wholesale organizat I n 
the R.E.A. organizations will ev 
nufacture their own eiectric 
indu try across the board Accord to tatement issued 
board of governors, Nationa OC tion ol ectric Dis 
f small business is a valuable part of our nomy, then 


the use of the tax payers money to create organizations that will 
compete directly with them, without offering any advantages, service 
or lower costs to the public, is a question that should be carefully 


studied.” 


Here’s the housing starts report from the McGraw-Hill News Bureau 
in Washington, D. C. Upturn slow but sure 115,000 in June as 
compared with 105,000 in May. Seasonal adjusted June annual rate 
1.090.000 May was 1,010,000. First six months of ’58 are over 


first six of °57 by 20,000 more starts. 


National Appliance and Radio-TV Dealers Association members 
reported they had net operating profits of 1.6°° of sales during °57, 
up slightly from the 1956 level of 1.2‘ A survey of NARDA’s 
members showed that 24 look for an increase in profits this year 


One-third expect profits to drop, and 40% foresee no change 


After dropping Fair Trade in March, D. L. MacCuaig, manager, dis- 
tribution planning, GE’s housewares and radio receiver div., said 
that sales of the division were appreciably below those of the com- 
parable five-month period during ’57 
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Ford Motor Company's 
Fine New Facilities 


These new buildings for the St 
Engineering activities of the Fo 
at Dearborn, Mich., are striki 
structures designed to provide fo 


ind comforts of the people who wor! 


Only the finest equipment has been i 
buildings, including electrical wiring of 
quality, consisting of dependable Phelps 
building wire and Phelps Dodge paper-i 


} 


lead-sheathed power cable 


On every wiring job where top-quality perfor 
expert workmanship and experienced “know 
are called for, it pays to rely on Phelps 


your Phelps Dodge distributor! 
u él] 1g 1 ui 


SALES OFFICES: A: 
r De 
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NEW PRODUCTS 





Light Bulb 

New shaped bulbs claimed 
easier to handle, simpler to seat in 
socket 


are 


Portable Heaters 


W all-to-wall 
A-Grill 


heaters 


heating, new ‘Turn- 


are featured in new portable 


bh n 


Model 
maker, 
I] and 
m wall to wall 


Safety 


Mod 


mounted 
ent 
ture 


soth 


ll FH2 
new n-A-G 
ber 


Ul ipproved. e@ 


nave 


' 


Air 


| 


ind are 


King 


n 
Berns 
Corp., Chicago, Hl. 


Split Bus Panel 


Homes with electric heating get 
UL approved 200-amp, split bus 


panel 


loss in 
Also on 


coaltll 


glareless light with no 


soft 
total light output is provided 


inufacturers memo: silica 


bulb; great 


more Sic 


nial nit IIy 
ins ! Hy 


Westinghouse 
rp., Bloomfield, N. J. 


Il f Tl \ a 
Electric ( ‘ 
e Federal Pacifix 


ctric Co., Newark, N. J. 





Electrimatic Chuck 


Company offers time saver in cut- 
ting and threading 


Matic pipe and bolt machines. ¢ 
Beaver Pipe Tools, Inc., Warren, 


Ohio. 


Heating-Cooling Unit 

Each zone, room, gets temperature 
according to occupant's activities 
he if 


des gned tor 


Named 


the new 
install yn in new 
homes. ( n be installed 
zone or room, producer 
» be quiet 
Normal 


utlet for each unit: 230- 


imo}; Sald ( 

tion Sts OW 
nensions: 3 n long, 18 
Extension into 
room is e General Electric 
Co., Room Air Conditioner Dept., 
Louisville, Ky. 


Trouble Light 
New plastic trouble light has im 
proved push-button design 


High impact, pl 


ind \ 
Will accon 
from 8) 


Philadel- 


. range Of wire gauges 
14. @ Black Mfg. Co., 
phia, Pa. 


Plastic Strip 


New variation of product features 
polarized plug-in connector 


Fan Timer 


. 
Manutacturer notes: user can turr 


it on and forget about it 
Model PI 


off the f 


Manufacturer say CV V 
kes fo! 
Desig 


p (continuous 


iriation it 
installation 
EK-4 Electro 
plastic striy 


dduct ma 
nd usage 


yntains three recep 
les and polarized plug-in connec 
Maker states 
install 
Pre-drilled 
n. Mounts 
breaking into plaster cycle ac. It Ul sted. e Paragon 
ted @e BullDog Electric Electric Co., Two Rivers, Wisc. 


Products Co., Detroit, Mich. sonfinued on pace 16 


1 mounting screws 
rewdriver 
»blems 

on in\ 


without 


ELECTRICAL WHOLESALING—August, 1958 





...a selector switch that 
can be changed from 2-POSITION 


to 3-POSITION (or vice versa) 


in 30 seconds! 


' 


~~ 


2 switches 
in one! 


You can't beat this new A-B Bulletin 

800 standard duty selector switch 

for convenience. One unit satisfies 
both 2-position and 3-position require- 
ments. For changeover, simply loosen 
two screws, rotate the metal plate through 
90°, and retighten the screws that's all! 


— 


Also... Standard Duty a p fs. | 
Push Buttons 3 aa 
? | | Ng 
Like the selector switch above, these push buttons -—t , ye. F 





have their contact mechanism in the wrap-around the most modern 
cover. Remove the cover and the terminals in the line on the market! 
base are completely exposed for faster, easier wir 

ing. One, two, or three buttons (or pilot light). 


¥ 
ALLEN-BRADLEY 
ANG V7 
=> quauty<—— 


Oy BULLETIN 800 STANDARD DUTY 
SELECTOR SWITCHES AND PUSH BUTTONS 


Allen-Bradley Co., 106 W. Greenfield Ave., Milwaukee 4, Wis. * In Canada: Allen-Bradley Canade ird., Galt, Ont 
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NEW PRODUCTS 





a 


Beacon 


Warning 


Designed to extend effectiveness 
beyond range of conventional hori- 
zontal lights 


New 60 deg revolving beacon is de- 
signed for use in high noise level areas 
where audible signals are not enough 
Light mounts a 200-w sealed beam 
lamp which providing 60 
flashes per minute, maker says. New 
model—27 1—features a tilting beam 
Gesigned to extend effectiveness to 
workers above or below range of con- 
horizontal warning lights 

Sign and Signal Corp., 


rotates 


ventional 
e Federal 
Chicago, Il. 


Dead End Clamps 


Designed for dead-ending copper 
cable in short span jobs 


New dead end strain clamps—types 
BR1 and BR2—are designed for dead- 
ending large cable bus. They feature 
improved holding power, compact- 
ness and wide range and are designed 
for short span jobs where these quali- 
ties are essential. Clamps are designed 
so cable will slide free under the keep- 
er, or the keeper can be removed and 
cable laid in clamp grooves from the 
side. Five sizes, covering a cable 
range of 2/0 to 2,000 MCM copper, 
are available. BRI is for dead-ending 
single copper cable and BR2 is for 
double. « Anderson Electric Corp., 
Birmingham, Ala. 


16 


Screw Anchor 


Screw anchor expands and exerts 
holding pressure on the hole 
named “Wally” 
is designed to fasten screws in bot- 


New screw anchor 
tomless materials (plasterboard, etc.) 
Flange anchor from falling 
through holes, and four gripper fins 
prevent turning when inserting screw, 


keeps 


claims. In solid materials 
telescoping pressure 
around the hole wall, and it is claimed 
that the plastic anchor cold 
flows into the wood. Maker also as 
serts it 1s unaffected by moisture and 
can be used with any No. 6, 7, 8, 9 o: 
10 screw having a tapered thread 
e Holub Industries, Inc., Sycamore, 
Til. 


producer 
action exerts 


Tenite 


Service Entrance Head 
Permits faster installation 


Entrance cable fitting permits faster 
installation of all cable sizes from 3 
No 2 through 3 No. 4/0, manufac 
turer states. Claimed advantages of 
model 252 and 256 fitting: easy in- 
stallation; slotted clamp for securing 
cable; elimination of moisture en- 
trance in, to cable. Cap features fibre- 
glass reinforced thermoplastic mate- 
rial. e The M&W Electric Mfg. Co., 
East Palestine, Ohio. 


Potentiometer 


Miniature size potentiometer has 
construction features of standard size 
miniature type potentio- 
meter—model 106—features  elec- 
tronically-wound resistance element 
with resistance up to SOK ohms and a 
resolution of 0.07%. Manufacturer 
says use of class 5 ABEC stainless 
steel ball bearings assures low torque 
(on companion model 106-C). Suit- 
able for wide variety of non-linear 
functions. e George Rattray and Co., 
Richmond Hill, N. Y. 


Improved 


Corridor Light 


Narrow areas get evenly distrib- 
uted light all over, manufacturer 
states 


New, one framed plastic 
diffuse is extruded in one piece with 


prece 


ribbed sides and in a cross-section 
distributes light on the 


overhead side and _ floor 


that evenly 
surfaces, 
[wo “rapid-start” 
39148RS (takes a 
single lamp), and 39108RS 
(takes two 48-in lamps end to end on 
one 8&-ft channel). Fixture may be 
used individually or mounted on ceil- 


states the producer 
models available 


48-in 


stems in continuous rows. UI 
Fluorescent 
South San 


ing oO! 
approved and tested. 
Fixtures of California, 


Francisco, Calif. 


Loading Light 


Manufacturer indicates lamp 
throws more light on loading jobs 


New double-light portable head lamp 
is designed to give greater volume of 
light at freight handling 
truck lines etc., increasing safety cut 


points of 
ting damage costs, and 
ad > 
speed in work. Has safety 
of “Protext” portables plus watertight 
maker states. @ Daniel 
Woodhead Co., Chicago, Ill. 


increasing 
features 


sockets 


Entrance Cap 


Company notes cap combines re- 
ducer and I!/,-in cap in a single, 
fast installed fitting 


New threadless entrance cap with 
five-hold insulator for use with 2-in 
service masts has adjustable clamping 
shoe for firm contact with the mast. 
Maker asserts entrance cap makes it 
unnecessary for the installer to cut 
threads on the service mast or screw- 
on the entrance cap. ¢ Gedney Elec- 
tric Co., New York, N. Y. 

Continued on page 18 
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is appearing in leading electrical publications to 
help distributors sell more Blackburn products. 


LONG-LASTING PROTECTION 
FOR YOUR OVERHEAD SYSTEM 


with 


Type GTC 1 
One picte tower 
ground clamp 


Blackburn grounding devices will save 
you thousands of dollars annually in 
preventing burnouts of expensive over 

head equipment. This complete line 
Type GG 


simplifies your stocking problem—one 
Ground Rod Clamp 


source for all your needs. Like all 
: BLACKBURN products they are con- 
socket! set screw 
j structed of high-strength corrosion re- 
Copper Alloy CopperBonded Copper Bonded sistant materials—designed for easy 
Coupling Sectional Regular installation and engineered for long 
for Sectional Ground Rods Ground Rods ‘ 
Ground Rods lasting, trouble-free grounding. Always 
Type GGH 


specify BLACKBURN. 
Ground Rod Clamp 


Available Through Electrical 
Sqvore head bolt Wholesalers Everywhere 
DISTRIBUTED ON THE WEST COAST BY 
KORTICK MFG. CO. 
Type 8 


T GP 100 | W . 3 
budget Line Grome aS , ST. LOUIS 14, MO., WYdown 3-9430 
Square head boit 


Pole Bottom Plates 


, Bottom PF 1525 WOODSON RD. 
7\A"", 10", 14” dio 
































pepe? 





3 a? 
PRETEFE 
pepper? 
peeeear 


peeeeere 
| eeeeeee 


j RPP RP??? 





its in New York’s new with its exhibition 


igainst the dagger of heavy short- circuit or fault 








FOR APPLICATION ON ENTRANCE SWITCHES, 
BUSWAYS, FEEDER SERVICES AND 
CIRCUIT BREAKERS 
ON AC CIRCUITS UP TO 600 VOLTS 
ON DC CIRCUITS UP TO 250 VOLTS 


Positive Protection against Super currents as high 
as 500,000 peak amperes available. 


Built in Ampere Ratings of 600, 800, 1000, 1200, 
1600, 2000, 2500, 3000, 4000, 5000 and 6000. 


Sharp Current Limitation Characteristics for Backup 
Protection of Air Circuit Breakers, Switches, etc. 


Easily Adaptable into Busses, Bus Ducts or Switches. 
Economical in First Cost and Replacement. 


Very Low Watt Loss — Cool Operation. 


Copyright 1957, The Chase-Shawmut Co. 


-Amp-trap © = 


THE CHASE-SHAWMUT co. 


374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
Subsidiary of I-T-E CIRCUIT BREAKER CO., Philadelphia, Pennsylvania 


aol 


ee 
ed Ic ns 4 . - 
Sal / / ALF < a : 

Sent Se 


EB CQ TRIONET’ ow O-T em 


fAmp-trap Tri-onic) 


Precision Switch 


Ten switches can be mounted in 
a square inch of space 

sures 5 \ 

ind weighs 

tin S-amps at 

Manutacturer 

ilso. stress ter vitches can be 

mounted in ever ' re inch. Switch 

nting through 

tw ( er holes spaced on 

188 « ‘rs. Turret type terminal de 

sign perm! isy Wrap-arounds con 

nections ntac ingement 1s sin 

vle pole Operating 

force is said to be 6-0z max; release 

force is 1-oz min. @ Micro Switch, 

Freeport, IIL, div. of Minneapolis- 
Honeywell Regulator Co. 


Handlamp 


User gets handlamp that allows 
usage with both hands free 


Company claims 1 L approved 

hand-lan 5 ed to withstand 

proof lamp 

so Claimed t 

tant globe 

non-sparking 

end of the 

permits use with both hands 

EHL handlamp is avail 

able for use with .375 to .625 cabk 

e Appleton Electric Co., Chicago, 
ill. 


Lighting Fixtures 


Old influences and modern mate- 
rial make them adaptable to the 
contemporary home 


iwo new lines of lighting fixtures, re 
sidential (Brass-N-Glass), and pull 
own have been announced by the 
ompan\ The first combines Italian 
nd Danish influence with modern 
brass and glass. Maximum height 
36-1n.: spread is 26-in. Accommodates 
three 100-w lamps. The second is 
available in copper or brass in either 
3-way or single lamp fixtures. e John 
C. Virden Co., Cleveland, Ohio. 
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ADVANCE 
KOOL KOIL 
BALLASTS 


FOR 
SLIMLINE 


These new ADVANCE KOOL KOIL 
Fluorescent Lamp Ballasts are the 
greatest forward step in the history 
roy Mm allel e-store amie lehilale | 

solve the heat problem for the 
lighting industry. 


KOOL KOIL Rapid Start and Slim- 
line Fluorescent Lamp Ballasts are 
the result of 3 years of exhaustive 
g-3-1-y- (gota Mime(-0'4-1(e)olasl-lal@e- tale met iélale B 
new grades of steel, wire, insulation 
F Vale Meotolaslelelelalel_s 
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ADVANCE 
KOOL KOIL 
BALLASTS 
FOR 


RAPID START 





Through these ADVANCEments, 
aal-Mu dela leMoMl-ige(-1-)@-> celltl-iha-B mt lit hs 
manufacturer now brings the light- 
ing industry a new KOOL KOIL 
Cy-Ta t-te} mel lit-t-}c-Mcgl-i@ielel-ie hi -melele) i 
Teme [AVA -Meslelac Mile lala@mel iielti ome lale Mela re 
crease ballast life 3% to 4 times 
fohA-lameliobor-t-isllelal-teMel-Ur-t-jc_s 


To solve your lighting heat problems, 
specify ADVANCE KOOL KOIL 
fluorescent lamp Ballasts. Write, 
today for test data and details. 














PEHREERR EERE LEGE 


oe 
Riwiang tie 
te 


PEGTTRRRE GEES 


janaad eee EL Th eR Ed ag 


4s 0000 0h Ob ee RNGL ae» Botitea Bh os #1 oY oy er 


oe bree beer eh be eee Pee ee 





seee ee eereeeeedereres tT e* 


CREDITS—Owner: SCHLEGEL MANUFACTURING COMPANY, Rochester, New York; Electrical Contractor: T. H. GREEN ELECTRIC COM- 
PANY, Rochester, New York; Builder: JOHN W. RYAN CONSTRUCTION, New York City; Architect: SERGE P. PETROFF, New York City; 
Structural Engineer: STROBEL AND SALZMAN, New York City; Construction Engineer: GUY B. PINERO, New York City. 


4 Tiger Brand Electrical Wire & Cable 


A standard cable for every special job 


e Asbestos Wire and Cable e Varnished Cambric Cable 
e Mold Cured Portable Cord e Interlocked Armor Cable 
e Shovel & Dredge Cable © Special Purpose Wire & Cable 


e Paper & Lead Cable © Aerial, Underground 
and Submarine Cable 
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You could do this with conduit 
but think what it would cost! 


JUST IMAGINE THE MAN-HOuRS that would have because of the higher voltage drop. It 


been required to bend and contort steel conduit required about three times as m 


to fit this maze-like 480-volt, 3-phase, 4-wire in Easily changed Most in 


dustrial distribution system. We don’t know how 
much more a conventional installation of cable-in- this Armorlokt installation giv 


. . ; r(‘om more flexible 
conduit would cost because Schlegel Manufactur- facturing Company a far more flexible 


in ] n ~hines 7 he mover 
ing Company chose the sensible way out: flexible, installation. Machines can be moved 


easily installed USS Tiger Brand Armorlokt Inter electrical distribution system 


locked Armored Cable. the changes when accessibl 


. Armorlokt is used. 
Saves time We know, from experience on c t t 
other jobs, that a conduit system would have uts cos Past experience 


: , j na lation 
required about twice as much time to install. It Brand Armorlokt installation 


1 

. eS oo 
would probably have required larger size cable, racks can cut installed co 
compared to conventional distribut 


+? 
ite 


Also, it requires less space 
sideration in crowded factory 
installed inside or outside . . . is 
ratings from 110 to 15,000. . 
stainless steel, aluminum, or bror 
with polyvinyl! chloride jackets 


especially corrosive 


[USS 


Write for complete facts. Or 
can Steel & Wire Sales Office 


Wire, General Offices: Cleveland 


Step-down. Incoming voltage to Schlegel Manufa 

ing Company's main plant substation is 33,000 volts. I 

is stepped down to 480/277 volts, 3 phase, 4 wir 

tributed to unit substations like this one, where vo 
stepped down to 240 volts and distributed to plant ele: 
trical equipment. 600-volt Armorlokt was used thr 

out, in sizes #2 AWG, 2/0, 4/0, 350 MCM. and 500 MC 
Most of it was 3-conductor cable. Armor was galvanize 
steel. Schlegel manufactures beading fabric for doors « 
Ford and General Motors cars . also makes indu 


fabric for other applications 


American Steel & Wire United States Steel 
Division of 


Golumbia-Geneve Stee! Division, San Francisco, Pacific Coast Distributors +* Tennessee Coal & tron Division, Fairfield 
United States Steel Export Company, Distributors Abroad 
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UNBREAKABLE VINYL 
can't crack, chig r break 


MOLDED-IN CONSTRUCTION 
contacts terminals 


No. 155 Dead front cap 
No. 207 One-piece connector 
5A 


DEAD FRONT CAPS 
back-wired for greater s 
No fiber was 
r lose 


ONE-PIEC 
Double hs r tact v 
hor n . No. 156 
é No. 208 

250V 


snently i : 


E CONNECTORS 
elet or rivets 

Dead front cap 
One-piece connector 


bodies 


an 
o 
Dead front cap 


No. 158 
No. 211 — One-piece connector 


RIGHT FOR EVERY JOB ‘4 : 


unbreokabie v 
scid, oj grease con 
breok Jer roughes 
(* = . 
j = 
g 

No. 157 Dead front cap 
No. 209 One-piece connector 

is rize e 20A 250V 


A 


i) 
PVC ROYALOK’: g B 
. = 
: b 
OFFERS SO MUCH! oss 
: z No. 212 — One-piece connector 
N \ »tot up cash and shelf : rg piace 10A ro 
: wage 


SAFER, EASIER TO WIRE 1 | 
you get clean, safe wiring every ou dont have ‘ 
time. Handy fact-tag with each pace ind connectors 
simple eosy 

many different materials 


vith attachment « ips 
Only one 


device shows 
qualities nece ry to make it 


onditions Dont wait 


PV ¢ Ald. the 


n the most severe ¢ 


TODAY! 


lL! 
viceabie ul 


( rder PV( 


ane and Telegraph Corporation 


rT 
Telept 


ROVAL ELECTRIC CORPORATION 
on associate of International 


PAWTUCKET RHODE ISLAND A-: 
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Here it Is 
...and it’s 


with Time-Saving, Positive, 4-Sided Grip on Hex Nuts, 
Square Nuts, Lock Nuts, Unions 


Here’s the adjustable wrench your customers need for 


or finished. Extra useful 
knuckles or rounded nut 


hexes and squares, roug! 
every job. No more skinned 
shoulders. New wide open jaw goes on e 


1-sided grip gives extra leverage. Stays t« 


1S} won't slip 


» adjusted 


size during use 
Famous RIiGea(bD heavy-duty construction with 

guaranteed housing. Narrow jaw design makes work easy 

in tight places even on thin nuts. Comfort-grip l-beam 


handle has handy hang-up hole. The new RIGID Hex 


Wrench gives your customers more for their money than 


W renches costing twice as much Don’t miss these re idy 


sales. Order your stock of RIGza(I> Hex Wrenches today ! 


No. 11, %’’ to %”’ 


Available in 3 Sizes No. 17, ¥%’’ to 1%"" 
No. 25, 1°’ to 2”” 
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For hexes 


Flatheads, too. 























aay 3 | 


| 
; 
OSs ras 





iy 


i 





| 
Pate cd 


t 


ia 


eet 


¢ 
. 


Thal Ly 


bd 
bal 
Ld 





Approved by 
Underwriters’ Laboratories 
for Label Service 


PANEL BASE DEAD 
ENCLOSURE ASSEMBLY FRONT FRONT COVER 


Also furnished completely factory assembled on special order 
*Exclusive of circuit breokers 
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FILL MORE ORDERS RIGHT FROM 
STOCK WITH FEWER SIZES! 


Cireutt Breaker AE BORD 


a 
Complete and compact factory- 








breakers—ready for quick, easy assembly on the j keeps your inventory low, 


ister turnover, increases your rett on every dollar invested 


g connections , 
from 50 25 amps wi unsion space for up to 42 ~ak makes it possible 


to fill orders right off shelf fe ost any lighting and appliance circuit job 


[Installed with individuall | 4 > licKiag ircult breaker ™® panelboards 


PLUG-IN BREAKER 


Narrow code-gauge sing 
enclosures, and all othe 
die-formed for pertect 
Enclosures have 4” gu 
ample wiring roor 

size conduit 

Sequence bussing 

gle pole breakers 

handle extensio 


FRANK ADAM ELECTRIC COMPANY 


P.O. BOX 357, MAIN P. O. ° ST. LOUIS 3, MISSOURI 


t y , rn 5 P ‘ frhhboard« 
USOUC 2 é ) s [chi aro 


ag centers °* 


QP QUICKLAG-P CIRCUIT BREAKERS 


--.the best, safest automatic circuit protection made 


These individually packaged circuit breakers, with 

pressure type connectors, are completely 

interchangeable. They can be pushed in or pulled out 

as easily as a plug-in extension cord 

e Thermal-magnetic type with quick-make, quick-break 
mechanism on either automatic or manual operation. 

e ‘Trip-free handle prevents contacts from being held 
closed during abnormal overloads or short circuits. 

e Time lag feature prevents tripping on harmless 


momentary overloads. 


Capacities: 10, 15, 20, 30, 40, 50 and 70 amps 


9 ny nd 2.nale eammnan trin he ' \ 
2-pole and 3-pole co on trip breakers available. 
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labra (C7 sockets; the 


Sales Opener for You! a RR eee 


most beautiful lamps in 


the world. A sellout 


New G-E |), ae 
Christmas 


Now G-E Cereoee cAmrs 


Lamps in oy goer 


D27. TWINKLE « Dis . STEADY BURNING 
Both fit jntermodiace (C9) sockets 


PROFIT-MAKING ASSORTMENT 
with LIGHTED DISPLAY 


Your customers will like it! Because G-E “‘starter” assortment #226 provides an initial 
stock of the mew G-E Christmas lamps people will be asking for, plus a lighted display 


that attracts, demonstrates (and helps sell other G-E lamps and strings, too!) 


You'll like it because it also opens the way to sales of fast-moving, easy-to-handle, G-E 
5-bulb packs of standard G-E Christmas lamps—and string sets equipped with 

G-E bulbs. Remember: You have to sell /ots more imported 

G-E ads will push these new = bulbs to equal your profits on G-E bulbs! Miniature Lamp 
lamps...tell 2 out of 3 families Department, General Electric, Nela Park, Cleveland 12, Ohio. 


to ‘look for G-E on the bulb”’ 
HERE’S THE DEAL: 
one case with 226 lamps th = 
(2 unit packs—(96- ki 
, 80-D1 50 -D2 . 
plus FREE colorf “ { 
vs Papa = wey CHRISTMAS © 


LAMPS 


MAG nzacem en 


i? DEPENDABLE 
a = 4 LONG LiFE 
if 4 COOL-suRNING 
Here’s added help . . . local oa 7 Block tor the ($i) 00 every belt 
advertising at Christmas in ‘ Pa costs ee 
more than 250 cities ... & <=; CHRISTMAS LAMPS § 
through these great Sunday 
newspaper magazines. It’s 
another good reason for 
your customers to order G-E 
lamps—for renewal and in 
string sets, too. 


GENERAL @) ELECTRIC 
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perfect threads 


work faster and eas/er 


Blackhawk EMT Fittings have full, true, perfect threads for ease and speed of installation. 


Bodies of heavy steel — cadmium and zinc finished to eliminate corrosion on the unit itself. Blackhawk’s 
new EMT fittings are rain tight. Quality controlled at every phase of the manufacturing. In demand for 


electrical jobs large and small because they're easy to use. 


Blackhawk’s new EMT fittings are a product of continuing Blackhawk research and automated methods of 
manufacture. Order a stock today to meet the demand for these quality made, EMT fittings. A complete 


range of sizes is now available. 


Blackhawk Industries, Dubuque, lowa 


we Jadestries e Where the new ideas come from 
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SERIES 92 FUNCTION-AIRE IN COPPER FINISH 


asco JUNCION-Hin| 


HERE IT IS! The builders model of the popular slim built-in ventilator and 
trim power range hood by Fasco. This is the low-cost for quick and easy inst 


and developments with glamorous It will pay you to take a « 


hood for projects Ose 
tyle lines that fit so well with today’s functional beauty ...the Fasco FUNCTIO 
kitchens kitchens that special . i 


The FUNCTION-AIRE is a complete unit with light, For complete informati 


N-A 





Fasco 


tI Qa Compelaly egusgoed, ) % 7 ; —- zy) / 


‘ 
1S 
yp 
a 




















joNe-u nea. unt. Aart 





Cut hole in cabinet 11'2” x Fasten hood to cabinet. Use Remove junction bo over Replace filter, install 60 watt 


instills in nunutes/ 
Ve 1%” from back and standard 9” round duct or and connect two white to bulb and the Fasco Function 
4” from left side. a Fasco damper reducer’ white of line and black sire is complete ready 
Model 886 with 8” round black of line. Replace jur go 
duct tion box cover 


SERIES 92 FUNCTION-AIRE 
IN SATIN CHROME FINISH 





FASCO INDUSTRIES, INC. North Union at Augusta Rochester 2, 





ELECTRICAL 
sp dare) (-t-F-li late, 


No Recession Here 


Klectric Heat 
Is Moving Ahead 


by John Martin 


A Quick Look at Some Statistics 


ATING 


potent 


RICAL HI 


cts I 


< RATION t | is t ma es 
I il emphasis On cooperat 
Workshops, ad\ 


manultactu 


emphasizes 
Wor kshop 
in a 


ind neces 


coming essentk even tun- 


The ABC’s are 


A Quick Look at Some Promotion 


t NAED 


1 he 
IULTIT 


lature ; 


electric heat are Meanwhile, a 

From NEMA'’s iS stressing this th 

of informative program 
nd, the 


ROMOTION behalf of 
it their highest peak ever 
Stream of consume! 


steady 
n the selling chain 


efforts in 
{tee p 


commi 
value and saleab n its committee 
them. NAED’s 

(We) are 2 ng 
close! work 


builders 


probably 


Heat section, a 


is apprising everyone 

indirectly 
answe 

tools: full 


a pack 


or 

c heat 

1 hand at NEMA, are the educational 

sound-slide films; newspaper supplements; establish 
nies 


I 
of speeches on electric heat; electric house heating man with their utilities 
. advertising 


e of six, one-minute television spots; reproduced co contractors, 
programs locally-con 
For what two distributors 


uals; and separate sildes for 


ducte d 
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DEFINE 


+ 
& 


That's the “Merit System’ 


| Merit Electric Supply 2 
Elizabeth N 

a much-discussed 
Doing most of the d 
the “Merit salesman 
( oopel heat 


Ove! 


J.. electric heat is 
tem these days 
ISCUSSING in 


Be n 


Saies are 


system” is 
whose electric 


urrently running 300 what 


they ran three years ago, when he 
first in this com 


paratively 


Started Campaigning 
field 


beats 


new 


Cooper, who a path to mul 
house ad 
Eliza 
with con- 


utility 


titudes of new homes and 
within a 20-mi radius of 
heat 


engineers 


ditions 
beth 
tractors 


discusses electric 
architects, 
personnel—and homeowners 

His 
sales is a simple, six-step process 

1. From the customer—usually a 
homeowner—get the information the 
contractor will want. 

2. Find who the 
tractor is. 

3. Give the contractor the 
sary information. 

4. Wait until the contractor has 
given the customer a cost estimate. 

5. Return with the contractor, 
armed with information. 

6. Give the sales demonstration. 

The contractor, feels, is 
vital to this type of selling. ‘“There’s 
look at _* 
It’s cooperative all the way. 
important to 


formula for solid electric heat 


customer's con- 


neces- 


Cooper 


no other way to says 


( oopel 
That's 


why it’s educate 


30 


} ntr t ' +} 
14 CUOTIL I1LLO! » Lire 


y on 


tric heat installations 
But Cooper also 


pa 
emphasizes _ that 


important to get on the in- 


its very 
side track with 
They're the 


about 


architects and eng 


neers logical people to 


talk to 


Khe comments, “and for 


thing 
thei 


nomeowners can 


leads, for one 
another, 
recommendations to 
be vitally important 
e Utilities Count 
agent Cooper attempts 
\ The 
he explains 
President Sol 
Merit 
adds_ this 
what the 


nother outside 
to work with effective 
| 


I minutc¢ 
installation is so 


| 
I 
| 
a 


I notify the 


Weiner, another exponent 
thought 


utilities 


of electric 
We try 


would do themselves 


heat, 
to do just 
feels that there 


Cooper IS no point 


in trying to convince a 
that he will save money by 
heat Certainly,” 
this will not be 
rates go So 


look at 


presentation 


prospective 
customer 
using electric says 
the Merit 

at least as far as 
I try to make the 
the positive side of my 


salesman 
customer 


by driving home these points 
“1. Electric rates do not go up; 
gas and oil do. 
“2. Electric heat 
all heating systems. 
“3. It is also the most attractive 
and modern of all heating systems. 
“4. Maintenance—on baseboard 


is the safest of 


heating—is not a _ factor because 
there are no moving parts. 

“5. Electric heat is odorless, 
worry-less, and irritation-less.” 

When ( I j I 
these 
the det 
rsenal of 
rebuttals 
© Armed With Answer 
example isked 
rates he State 
ments and rate data rom the 
utility. If 
he'll 
clippings 


Hom Cras 


(and he ip » | roduce 


local 
ibout safety, 
of newspaper 
From 
Blamed”, etc 
them 


about circuit 


prog ie 


Blaze Five 


anyway.) He 


breake! protectior ) volt circuits, 


terms 
under- 


and double pole disconnects in 


the average homeowns can 
stand 


And, if it 


price, rather! 


comes to haggling Ove! 


he'll 


considerations 


than haggle point 


out some interesting 


1 


every homeowner might do well to 
consider 

@ Provocative Questions 
with the 
your present heating 
ask. “If not,” 
continue, why not 
time 


your 


‘Are 


cleanliness ol 


you 
satisfied 
system?” he may 
likely to 


estimate 


you re he’s 
some 
have 


know of a 


just what it costs you to 


drapes cleaned? | 
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DEMONSTRATE DRIVE HOME 


For Selling Electric Heat 


ia no Worries 
e Diversification 
point oO 


Is on r 


a bad name . a gn u 
of the game—or ial room control Why should 


everyone In the family have to gag 


he asks, ““just because a favorite aunt 
Centigrade? With 


have to 


that matter,” he cautions 
be the 
to 2.” 
¢ Insulation Important 

careful not to sell 
home 
insulated. Adamant 
says he has had to turn away 
“There’s no othe 
he says, “if you want to keep your 
clean.” out to the skeptic that 


worst thing that 
likes life at 90 

versification, they dont 

times, the 


has > warmed up to SO” just so 


also very electric oo many whole house 
unless it’s properly 


this, 


several 


heat in a 
he you can get the playroom up to 70 
Electric heat 1s the 


And, not leaving 


about 
perfect solution.” 


one 
quickly 
while 


customers way, advantage 


points 


there 


undisplayed, Cooper 


name 
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e Be 


p ‘ 
FHA-app 


) 


Honest 
( 


W I] cooperate 


policy 
iat have been 
latin 


ecommenda 





Selling Up 
An Electric 
Heat Program 


That's what Hyland Electrical Supply Co. 


in Chicago is doing to increase the in- 


CHECKING [ay 


rge a: 


terest among contractors and consumers. mark, engine 


( NE DISTRIBUTOR who is taking 
advantage of increasingly favor- 
able electric heating trends in the 
Midwest is Hyland Electrical Supply 
Co. of 

Last year, In 


Chicago 
an attempt to capture 
some of the potential heat 
market company Officials set up an 
electric heating department primarily 
members of the industry 
about the importance and benefits of 
this kind of heating 

“Until recently, the heat- 
ing market has been worth practically 
nothing in Chicago,” Jay Mann, vice 
president in charge of heating and 
lighting, says. “Up until about one 
year ago, the utility was against the 
electricity for heating. Only 
about 170 homes were elec 
trically, and these were experimental 
homes.” 
e A Selling Job Tara 
dash, president, that 
although company officials have never 
doubted the potential of this market, 
they believe that the biggest selling 
job must be done with the utility 
and contractor to make the overall 
program a success. He adds that the 
average cost of electrical work for a 
house is from 5 to 7%. If, however, 
electric heat is included, the con- 
tractor can boost the 
trical work to 15-20%, he says 

Believing that the key to 
is through the utility and contractor, 
Hyland began holding meetings for 
these two groups, to which architects 
also were invited. 
e Meetings Well 
first meeting was 
with nearly 200 
With the help of heating 
turers’ representatives, Hyland _per- 
sonnel explained the importance for 
the utility to “face the issue” about 
electric heat 

“As far as we are concerned, elec- 


electric 


to educate 


electric 


use of 
heated 


Warren 


vice explains 


average elec- 


success 


The 

October, 
attending 

manufac- 


Attended 
held last 


persons 


32 


tric heat is just as important as the 
lighting,” Leo Moyer 


of contractor 


vice president 
“That 1s 
utility. We 


explained that once the public began 


Sales Savs 


what we stressed to the 
to accept this form of heating, noth- 
from 


ing could stop the trend snOW 
balling.” 
The second 


tino 


meeting Was 


following month to “pioneer the edu 
cation of the ictors.” At this 
session, personnel from the Common 
wealth Edison Co 


about the 


conu 


explained to con 
outlook for 


tractors bright 
it could help 


electric heating and how 


them make more profit 





Although there should be an 
increase in electric heating sales 
in every region, utilities will 
start giving the greatest amount 
of support to this type of space 
heating in the Midwest. Support 
of electric heating programs will 
be an attempt on their part, 
mainly, to balance the high sum- 
mer load caused by the increased 
use of air conditioners. 





In addition 


erating costs of oil, gas and coal with 


they compared the op 


electric heat, and explained the ad 


and 


vantage of low-cost installation 
maintenance for the consumer 
¢ Products Demonstrated Elec 
tric heating manufacturers provided 
booths in the showroom at Hyland, 
and demonstrated their products for 
the 145 contractors and 20 heating 
specialists from the utility 
tended. After the speeches, contrac- 
tors were permitted to participate in 
an open forum where their questions 


were answered by the specialists 


who at 


“These meetings we have had and 
continue to have are definitely 
not sales meetings,” Mann 
“They are educational 
signed to clarify the overall situation 


will 
stresses. 


sessions de- 


and to stres j 1IOW more profits 

can be made | ill segments of the 

electrical try rom this high 
potential 
Partl 

has be 

come inerested in supporting 

nd promoting the sale of electric 


heating equipment. At present, util 


j 


ity officials are discussing a change 
and 


units 


in rates for elect: heat users 


re displaying heating 
in their showrooms 
e Need Specialization 


personnel that 


Hyland 
salesmen must 
be educated to sell electric heating 
one installation ts 
wrong, the entire market will get a 
black eve Because of this, 


the firm’s salesmen have 


believe 

effectively that if 
many oft 
been sent to 
utility, 


schools in 


courses sponsored by the and 


to manufacturers training 
electric heating 
electric 


Although we now have 


heating specialists, our general sales 
men will stress the product to thei 


When a 


gets a JOD, we are 


customers Taradash sa‘ 
contractor 
him 


cquipped to give advice and 


engineering assistance 

® Quick Action Necessary It is 

for the distributor to take 
this situation while 

time believes 

help 


electric 


important 
advantage of 
there is still 

“If the 


the contractor to sell up 


Taradash 
distributor does not 


heating, then the business will even 
tually go to the plumbing and heat- 
ing specialists. If this happens, then 
will lose 
within our reach 


both we and the contractor 
money that ts 

“This is a 
importance in the future will 
To take 
are going to con 
tinue educational pro 
grams. We are going to spend our 
time and promotion and 
stock to sell up heating.” 


now 


relatively new product, 


and its 
be as good as lighting is now 
advantage of it, we 
stressing our 


money in 
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They Said It Couldn't Be Done! 


If 
( ) rst oOpenes 
N Y th 


} t { wn ty 


AGO, Brooklyr 


OUL ¢ 


N YEARS AGO, 


“TODAY, 


SKELETON CREW 
July : Broo ' 


Onc 


Business? 


OUTSIDE SALESMAN on an insice Pete Tor f miled S 
e The Problem 
ntinued \ 


We 

weeks 
veering the 
The Solution 


custome! 
the 


f 
hort time 


SHIPPING DESK 


th 
er 


th 


wholesal 

1. “They're 
i i ( I other 
trade. Not us. We kn 
with you. Besides, we have 
can come in, b 


bh is finished 


You know something? 
Saturdays for 10 ve 
open on that day only rec yurs, and 
it’s just to pay the phone bill. It's not the best thing in 
the world for the morale 
e Emergencies—Sidney Spiegel and zarus, also 
partners, claimed that it’ ard to convince them we're 
closed Emergencies? 7 \ e care of them. But 


they re evaluated first thes t whatever they're 


WAREHOUSING operations are minimum. Real emerger looking for in this 


' P ' 
er Ta: t after evalua r ) WISE the re ‘ we re closed 
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About Your Opinion 

Like salesman Jim Brennan's 
views (below) your ideas on what 
we have published are always 
welcome. Some of the articles 
on electrical engineers that he 
refers to are: 

e “Who's Your Engineer?” — 
Dec. °55, p.37 

e “He's the Enginecring ‘An- 
swer man’ ~—Jan. °56, p.36 





e “Technical Know-how: Sure 
Key to Profitable Sales”’—Feb. 
"SF p.36 





e “Pioneering That's Paving 
Off’—May °57, p.66 

Agree or disagree with Mion- 
arch Electrical Supply's Jim 
Brennan but remember, EW is 
vour book. 


_— a 


Let’s hear from you. 





Ready for the toughest problems, genial Jim Brennan asks. . . 
Distributor Engineers: 


“Who Needs 'Em?” 


By Jim Brennan as told to George D. Farley 


Here, in his own words, a successful apparatus and supplies sales- 
man tells why he thinks ‘practical engineers" in the field can help 


distributor customers more than back-at-the-house graduate engineers 


Ca 


 teegehedlens past few vears I PRICA VHOI ‘ malier plants ust 
has irried ver rticles « Vario istriput qualified to hand 


leeding 


catalogs or literatur ton t t d pencil 


brainwork nd bird-cd¢ but that’s the salesman’s 
job. There are times when d | f factory 
engineer—and that’s his job. 
Suggestions vo av lav ft an electric @e (;raduate engineers pust 
xansion job tor him trom start » finish. possibly are customer speci 
1d of someon ba tne wl it meon \ irs and sometim tn 
ta graduate engineer but an experienced inside mar our main job is selling through | 
who can often do a Dette 18) t all him pract (sranted, we may be tecl cally hamper 1 Irom time to 
engineer time on the brains end, but that’s what f ry engineers 
e Why Not Engineers? nk that distributor ¢ ie for. Then too, I've tound—an any salesmen will 
neers are unnecessary for these reasons yack me on this that when two lwineers rether 
e The typical indepe ndent electrical istt tor ust yne doesn't sell the other. What 
ant afford to have ; elatively high priced specialist n hour on some point aS important 
alling on unprofitable customers—especially small indus ingels can you get on the head of a 1 
als and contractors. It would be utter waste e¢ When Do You Need Help? 
n selling to industrial ount 


e Most industrials have engineers on. ther 
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How Brennan's ‘Practical Engineering” Pays Off 


PROBLEM 


SOLUTION 


RESULT 


PROBLEM 


SOLUTION 


RESULT 


vorked with ’ ‘ oO ‘ il tl st . 
mutual benefit. A large industrial account inted s [ ) I 


k 


we ¢ p ted 1 \ n I e Your Performance Dictates Your Need 
Recently, | fants ore : 


+ Kva transtormers. | sold the 
| Hut the engineers 
two other costher lines 
We set up meeting 
enginee! After a halt 


objections (quality of o 


ws trom 


plus money 
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Checking Customer Inventory 


tir 


Helping the Contractor To Sell 


OMETIMES e distributor doesn’t realize th 


ince ol helping the electrical contractor 

les Manager Melvin Voshell of ‘ idded profit for 
Co.. Des Moines believes e More Work, 
Many contractors eriously 


customers tn 
selling bette! it also of Duying in rger quantities tron permission to tal 
the distributor e€ says lhere’s only them in 
rent e age gh by the electrical v which the 
ind seldom ! ake the tiative to sell up 
Ihe overall program to assist the contra used 


Cl 


vith Electric Supply's salesmen. Voshell wor e Voshell 


theor that before the <¢ 

personnel must 

knowledge a SSIDIC pe Nie Yas tlong this 
nformation 


® Meetings are Beneficial—|h iles manager believes vants to 


CHOeVE 


that much of this information can be obtained trom increased and repe: 
regular sales meeti Once each month, such meetings available when ne 


ire held for ompan\ iles personnel in the afternoon in addition to stocking th 


At these, ¢ any icy and problems dealing witl } e Technical Service Available——|! 
| oe : are dis i , 
Uist YULOT 1 cl l . 


ssed tical advice Electric Supp 
same da i manufac the customer. the firm also p 


p 


to discuss a particula On the large mdusti ODS 


product af its application these eve Sic lusant—an electrical engi ssists ve Customer 

contractors are invit obtain the valuable i laying out plans for the m ommendations 
formation for various materials to 1S¢ yy takes off from speci 
Much the information obtained from -ctric fications. Although Tusan 


pply’s sales me ! vassed on to contractors ; department, works mainl 


construction 


ounte! available to any customer 
Qur countermen al! epal 71\ any and all ize 

of information to their customers,” Voshell explains This type of serv lo mu to gain the 
instance. many customers do not know what to respect and confidence of our custom Voshell ex 

vhen they want a particular item. They can only plains. “When a customer has he knows he 
what they want to use it for can visit our technical department and get the answers 
counterman can immediately tell the custome! It not only helps him to know the answers if a similat 


xduct he wants and just how it can be used. He situation arises agal it og s him added confi 
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Explaining New Products 


t + ‘ ‘ 





By Robert S. Bush Other Aids for Customer 


eS wre eee eee Ses. = 


m3 
th 


dence in knowing this s vi i ie Wf inti =: < —_ — 
solutions to problems.’ 
e New Products Stressed 
show and explain new proc 
these items are used by the 
portant factor in keeping their ¢ 
roduct changes and improvements 

Ihe term ‘selling’ encompasses much more 

making a sale the sales manag 

instance, must be included 

to make successtul iles 
service is incl 
rs informed of anything new 

the electrical industry 

On many occasions, whenever the firm has 
product to show, Voshell and the manufacturer's 
resentative will make the rounds with an outside salesman 
to provide all possible information for the custome! 
about the new item. On future visits to the customer 
the salesman will continue to emphasize the new product 
and explain how it can be of benefit to the contractor 
@e An Overall Look—Voshell theorizes that the cont: 
tor would be in business much longer if he would sell 
up instead of selling price 

Too many of us—as distributors—wait for the cus 
tomer to approach us for advice or for the purchase of 
materials. The personal approach is lacking. While the 
contractor needs help, and is sincerely desirous of want 
ing to sell up, many distributors are not offering him the 
necessary assistance. After all, he is interested in one 
thing: to make a living. And if the distributor helps him, 
he will make more profits, and we will too.’ : , k 

Voshell believes that when dealing with customers Making it Easier to Sell 
many people have lost sight of honesty and fair play ' try-wide pros 

If the distributor can sincerely say he ts faithful to tom 


his customer, the industry will improve.” 
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Top-drawer Treatment For... 


ITY officials of Bloomington, Hll., rolled out the 
carpet for open house ceremonies last March 
Springfield Electric Supply Co.’s new branch building 
On hand for the event was Mayor Robert McGraw 
who got the open house underway by cutting a piece 
cable strung across the front entrance (above 
Contractors and dealers were invited to see the 
facilities March 27-28. For the general public 
show was held the first three nights in April, ma 
the purpose of helping consumers become fixture 
scious. While members of the trade were invited 


sonally, the public was invited through newspaper 


radio advertising 

The previous building was not laid out for 
movement of merchandise,” Branch Manager Rol 
Webb (at right of Mayor McGraw above), says. “Now 
goods can be circulated easily and with a minimum 
effort 


Unlike the old building, many good features art 


% 


corporated in the new, modern 8,500-sq-ft building 
The floor plan (below) is keyed to the following pictures 


which show many of the facilities in the new structut 


é 


+4 
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LIGHTING SALES 
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CABLE RACKS fo: 
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CITY SALES 
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FROM THIS 


yee WOrkKe 


SUPPLY Co 
Cor 


TO THIS, a large er build ywh j the current Davi peration. Inc 
ays President ul V ne ¢ th largest ghting showroom ’ 


() t | r r r |] r ¢ r ‘ r t r | 
4 } v . ark ; Sf € . r at our perat 


After the Smoke 
Clears—What? 


NOTHER London during the 
blitz? Startled bystanders won- 
dered. Right in front of them, 

a two-story building had just specta- 
cularly exploded, spewing flames and 
fragments into a $500,000 dance of 
destruction. 

The scene was iffalo, N. Y.; the 
time: 9 p.m.; the date: January 22 
1957. The building which had been 
was Davis Electrical Supply Co. Inc 
now it was leveled to the ground 

\ disposse ssed employee, looking 
over the wreckage, remarked, “Baby 
it’s more than just cold outside 
e Six Months Later tll, when 
it was once again hot outside—in 
July of that same year—Davis, al 
ready appily quartered a new 
home, was sel » SUI ( a vol 
ume par \ } ld plac { business 

But le real rama es between 
these inua ind | dates lo 
make it a happy- story, Davis 
had to answer the uestion that has 
frequently plagi the mind of many 
a businessmat t you do when 
fire or some other catastrophe destroys 
your building 

As other businessmen, President 
Paul Davis of this Buffalo firm had 
often pondered the problem 
e “Show Goes On” He got his 
chance to answer! the moment a 
long distance ill reached him—he 
was in Florida at the time nforming 
him of this startling development 
Even betore boarding the first avail 
able plane for home, he had made the 
line of a 1 clear the operation 
must go 

Go on it did J ff an adjacent 
warchouse yrtunately untouched by 
the fire pplic ed out to cus 
tomers as bet without a single 
dav's hitch ervice savs Davis 
Amazing! ot i order was 


canceled 
And n idjacent ice-house, the 
telephons company th lay after the 
fire installed the phones necessary to 
keep the orders coming in, supplies 
moving out 
Although we had only five per cent 
of our stock in the building next door,” 
says the president, “we kept going on 
a limited basis, filling as many orders 
as we could with the stock we had 
e Prepare In a litthke more than a 
week we had received shipments of 
enough stock to carry on almost as 
substantial a trade as before. Im 
mediately following the fire, we placed 
the necessary orders with our manu- 
facturers—even though at the time we 
werent sure where the orders would 
be shipped 
“Then, when we leased our current 
building a week later, the orders had 
already been filled and arrived almost 
immediately 
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How Disaster-Recovery Story Was Told 





Genesee St. Blaze 
Destroys 5-Story 


Appliai 


1ce Firm 
; 


st 





FRONT 


PAGE 


We proudly announce the grand opening of our 
new warehouse and showroom, the largest of its kind 
between New York City and Chicago, featuring unique 
lighting equipment and special industrial supplies. 
Here you will find a pleasing solution to your every 
electrical need. 


ES SO 











i tt Dl i) 


° 


PEN HOUSE an: 


NV é 


fortunately, not 


to 
Into the icc 


Counts 
incidentally, 


e Insurance 
insurance, 


Comprehen more 
had al 
have been 

headache. “It 
comments Davis, 
busi 


sive them had be laid off 


ready relieved what could house. tables and t 


a half-million 
goes without saying,” 


hand, went the office 
thei 
got ready f 


the 


was to be the 


j ] " 
doliar writers in 


C ountermen, countel 
the 
silk 


home 


up 


“how important that aspect of a smoke, 


Or 
leased mill 


next 


ness 1s.” move to 


Insurance or not, the situation was 


not a cheery one the “morning after,” 


when a hangover of rubble and ruin” rounds. Management coordinated 


Buffalo's 
employees 
home 


smoldered im cold streets, entire immediate 


Davis 
their next 


operation recoy 


leaving wondering the immediate goal 


where was coming ‘There were any number of thi 
from 
@ No Employee Losses 


they didn’t have to wonder long; and, 


to be done,” says Davis, “but perh 


Fortunately, the most important single 


tion was stock. We were very 
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soon-to-be 
which 
As before. his sa 


outside salesmen made their appointed 


considera- 


fortu at 





"DAVIS ELECTRICAL SUPPLY CO. 


Although our Building at... 


412 GENESEE ST. 


wos completely destroyed 
by fire on Tuesday 


QUR WAREHOUSE IS INTACT 
DOING BUSINESS AS USUAL! 


Our Service Will Be Back to Normal Shortly 


ce Hos Been Re-Established 


DIAL CL. 1613-CL. 1614-CL. 1615 


Warehouse at 
638-642 SPRING ST., corner Genesee 
> REE 
DAVIS AD 


Phone Serv 


| 








te ee Mtl he el 


DAVIS ELECTRICAL 
2 


Stall 


in I 
much 
Davis of 
fe as an indispensable ingredient 
picking up of | 
Without it 


ability 


to the rapid S 


busi- 
the 
ery 


ness's pieces without ¢ 


counts receivable and of 


necessary data we must have on hand. 


ngs our operation would have _ been 


he com- 


the 


aps slowed down tremendously 


ments. “Anyway,” he says opel 


on is still Pong on.” 





LIGHTING COMPETITION WINNERS 





High Levels Attract Customer Attention 


he checkout 
\ 


Jrawing Factor 


down ti 


FLUORESCENT UNITS 


Dramatic Lighting 


Br AUSE tl WI ot 
wanted to produ e dl 


Stadek 4 gl 


y <pe 
pre 


tomers 
Ir 

speci 

effect 


cool white lamps 


t 


hi 


vertigreen lamps 

ind bakery goods wert 

e A Quality Feeling 
aguced teeling of qguatit 
Stadeker explains Alth 
lower than in chain tood 


j 


desire in the customer to ixX and 


of products iluminated 


ighting Stad 


' 


Ihe most outstanding | 
duced by flourescent tubes covered 
shields dropped a few inches 
[he total lighted area 
maintained lighting intensity is 27 ft c in the ike 
err. aay : LIGHTING \ 


+ 


sat market a! 10 in e procer\ A ; . oe 
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7—HONORABLE_ MENTIONS 
lids Work Efficiency 





4 New Look Lt 
+. It if t It 
, , BEFORE RELICGHTING 


\V"-shay I nt b DURING INSTALLATION 


} 


tr 





Since last January, EW has been presenting case 
studies of winning entries in the distributor division 
of the 1957 International Lighting Competition. All 
winners were announced in the December issue. The 
competition was sponsored by EW and two other 
McGraw-Hill magazines in cooperation with the Na- 
tional Lighting Bureau. A distinguished panel of nine 
lighting authorities selected the winners. This install- AFTER COMPLETION 
ment concludes the current series of case studies, 
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THE SALESMAN’S TECHNICAL NOTES No. 55 


Bravrick 
CVT CU. 


«PANEL RATEO OVER ZOO 
AMOS must be protected 
by overcurrerst? devices | 
fated not grearer 

an pane/ rating 





La nelboard 


© LANEL WHICH /NC“LOOES 
SNAP SWITCHES RATED | 
30 AMPS OR LESS PIUS? | 
aa Ae be protected by over- _' 
Neutral Pe | rc current devices raved 
eurra 


fol ore¢aler thart 200 
Bus Main feed amps FUSES 


+—+—+ f 


S | S7) Surta 
FUSE TYPE PANELBOARD oo cups AND ADLLIANCE lat | iA 
usual/y jrcorporates Knife PANEL must be profect- | \-4\~--i¥4 
or tumbler ‘switches Zo ed +f main feeder pro- \ } 
(so/are fuses From supply tection 1s greater than 
when fuse replacement? Le- 200 amps 
comes s1e@cessary 





Je main teeder 


Neutral bar 7s PANE L BOARD (NST A LL AT IONS 


rrequently focated 4reguent/y include main switches 
sn sanction Lox 


mC ana overcurrent? profection 17 
ar cerling fo e/im- comphance with Code reguire- 
(rare reed ror 


ments ander cerrar Cong - 
Carrying circurt 4ior7s 


neutra/s down Te 
pane/ 








Blades rnake contack 
usta pare/ bus Phrough 
Lyrcurr7s may be Upper. contact slots “n Aousi77g 
| - carried from pane/ blades 
4 in wileWway or 
condair 




















blades 





| Lower corrtacr 


COLUMN-TYPE PANEL PULL- TYPE SWITCH 
fs des:9ned for tnsfa/- (nterrupts circu? wher assenbly 75 re- 
Jaton befween slanges moved and re‘nserfed op sia. aeour7. S/ze 
OF standard structural and shape of blades ana slors Areverit 
At- COMUPHVIS blades from making contact 7 6A “positon 
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Pinpoints the Information You Need on 


Panelboards 





By J. F. McPartland 
and W. J. Novak 


split-bus pan 


elboard. 


and 


> 
powe!l Residences, stores 
schools and similar occupancies 
services us¢ 


mall 


1 
boards fo 


service equipment 

The term “power panelboards 

fers to panelboards which have rel 

tively high capacity main_ buses nclude a 

200,400,600 amps—and are used to remote «x 

subfeeders the bus. The £. 
Next Month: Signals 


break a feeder 
reak a_ feeder 


down into 
might supply 


or to 
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MANUFACTURERS REVIEWING STAND 





Partnership: Key to 


Profitable Distribution 


H. L. (Hal) Cramer, Westinghouse Electric Corp.., 
philosophizes on the manufacturer-distributor partner- 
ship. As he sees it, there are four fundamentals: under- 
standing, leadership, help, and loyalty. 


N these days of 

competition, it is 

important than 
voth manufacturer and_ wholesaler 
iake stock of their true role in the 
market place. Each must be sure that 
he is performing his true functions at 
peak efficiency. 

In the the 
be must supply the product—a quality 
product—and have it at the right 
place at the right time and at a com- 
petitive price. From the standpoint of 
the electrical wholesaler, he must be 
sure that no stone is left unturned in 
his efficient handling of his vital func- 
tions of stock, credit and sales. 
® Key to Profit—But with both man- 
ufacturer and wholesaler fulfilling 
these vital functions, there is still one 
more factor that will determine wheth- 
not. It 
funda- 


profit-squeezing 
perhaps more 


ever before that 


case of manufacturer: 


er success will be ours or is a 
factor so old that it’s new, so 
mental that it skips our attention, so 
the key to profit that it’s 
hard to see. It’s a factor which is 
actually basic to the success of 
the manufacturer-distributor _ selling 
team 
That 


other 


obviously 


relationship to 
down to 


factor 1s Our 
each Yes, it 
whether we want to consider our 


boils 
rela- 
tionship as one of you as a custome! 
or our team as a partnership. Whether 
a man 1s a Customer or a partner IS a 
matter of the state of his mind, and 
how he sees himself. It’s just that 
flexible. 
Now have 
the 
that 
dis- 


true, of course, we 
an agreement between us. But 
fact is, that the only contract 
ever held a manufacturer and a 
tributor together is the Golden Rule, 
which, of course, implies mutual bene- 
fits. Most people think the Golden 


it’s 
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Rule is something mild and Inncvcuous 
hike a baby But when we sutfe! 
an infringement of it, we think that 
we've been mauled by a panther 
e Four Features—So we 
partnership view of our relationship 
We go so far as to name it—a part- 
nership policy. Our partnership policy 
contains four rather specific features 
rhe first element of the partnership 
policy is partnership understanding. 
[hat involves sitting down together te 
and 


lamb 


favor a 


crystallize mutual 
objectives and to find a way to ac- 
complish them. 

The second element is partnership 
leadership. To be specific, this means 
that not only distributor management 
and manufacturer management under- 
stand the policies and objectives, but 
that these policies and objectives 
passed firmly and specifically to all 
echelons of salesmen on both sides of 
the partnership. Notice I did not say 
the policies and objectives filter down. 
Filtering means “to out” and 
“screened-out” objectives are ineffec- 
not 


our separate 


are 


screen 
tive objectives, if they do reach 
the working level. 

The third element is partnership 
help in the sale of apparatus and in 
customer coverage. 

The fourth is partnership loyalty. 
e Nature of the Thing—A _ partner- 
ship is a subtle thing. It begins with a 
need on both sides. It continues by 
dint of performance delivered by both 
sides. It’s threatened whenever there's 
an imbalance of either. 

A partnership of long duration is a 
marvelous, uncommon and _ remark- 
able thing. It is not difficult to break 
loose from a partnership. That’s easy. 
It’s preserving the partnership that 
takes real skill. 


Initial i partnershi 
When two men o 
ogether, they produce more 


could get if they 


p means 
strength r Organiza- 
tions get 
business than both 
went their separate ways 


e 1-2-3 Testing Now 
people see a good, smooth-running 


whenevel! 
partnership, it’s sort of 
to try to test it, take a 

break it dow a little 


human instinct 
shot at it, try 


to 


and see if 


itll disintegrate enougl ) away 


Rive 


its advantag you'll see it 
happen 
It m 
like 
hare of | 1? r, are 


this thing going? 


subtle queries 
carrying his 
you really 
the one wi ceeps 
customers try to get 

effort to get the 

It’s 
distributor, “J 


products 


best 


price and performance natural 
They tell 
like your service, but 
are higher 


dont you 


may you, the 
you! 
ed than ne essalry 

1e «With 
better 


handle another lir 
not so much qual and 
prices? 
Then 
facturer 
ucts, but 
anything 
Now turn 
heads part- 
nerships can’t stand this sort of thing 
pages are full of indus- 
trial divorces. So the skill is not 
in compiling lists of grievances, but in 
making a partnership work. 
Whenever two organizations can 
team up unbreakable 
united front with a working, coopera- 


the 
your 


they may tel manu 


“W ere 


your local outlet doesn’t add 


sold on prod 
that we need.” 

this talk 
Some 


kind of can 


yours and ours 
The business 


real 


and present an 


tive back-up, then they’ve got a power! 
that them their 
petition don’t many 
you find 
corner on their market 
Partnerships—The 
contemporary 
lesson for us 


above 
find 


always 


com- 
but 
them 


elevates 
You 
when you do 
with a 
e Grand 
partnerships of 


grand 
times 
have a 

Rogers and Hammerstein have no 

the world, 
uncommon 
Some 


competitors in because 
they had the 
work as a team 
partnerships 
Abercrombie & Fitch 
The Smith Brothers 
Chase & Sanborn 


wisdom to 


other notable 


Jones & Laughlin 

The victories in the market ahead 
are going to go to the manufacturer- 
distributor partnership which operates 
in the closest union, with the fastest 
communications and with the tightest 
loyalty 
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In this department, to be published on an occasional 
basis, EW will present the opinions and thoughts of 
manufacturers as they bear on distribution problems 





Upgrade or Downgrade: 
What's Our Direction? 


Clarence L. Steber, Steber Manufacturing Co., 
believes marketing is the most important phase of any 
industry. Here, he comments on competitive problems 
and puts nine searching questions to distributors. 


OUNTLESS millions of dollars 

have been expended for years in 

educating the 185 million people 
of the United States and Canada as 
to the value of well-designed, well- 
made products. Yet, why is it that we 
still find many manufacturers, distrib- 
utors, dealers and contractors battling 
against this constructive effort by 
making, distributing, selling across the 
counter and installing unproven elec- 
trical devices and equipment of un- 
certain, poor construction? 

Why does this destructive element 
continue to fight the trend toward 
our industry by seeking 
temporary advantages through inferior 
merchandise at cut prices, creating 
customers and undermin- 
ing the confidence which the construc- 
tive element in our industry strives 
so hard to build up? Answer this and 
you may have at least one answer to 
the present and prior recessions. 

e A Few Questions—Let’s break this 
down by asking in turn a few ques- 
tions put separately to manufacturers, 
distributors, dealers and contractors. 

Starting in my category as a manu- 
facturer, I want to know why we 
should destroy our own markets or 
compete with our better products by 
manufacturing cheaper, less durable 
and less functional substitutes. 

If we are making gilded lilies, there 
is nothing wrong with taking the gilt 
off the lilies; but when we start pulling 
off the petals, we are committing com- 
mercial suicide. The excuse generally 
offered for making a cheaper product 
is that competitors started it. Where 
does this begin and where does it end? 
e Cheap Copies—Seldom d» we find 
a responsible manufacturer start out 
with the marketing of a cheap prod- 


bettering 


dissatisfied 
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uct. It usually starts with some 
small operator who develops nothing 
through his own ingenuity, but makes 
a cheap copy of a quality device of 
the established manufacturer who has 
marketed This is best 
exemplified by little 
ditty: 
There 
This truth you must confess, 
But could 
it worse 


And sell his junk for 


it successfully 
the following 


never was a product made 


what some clown make 


le 
l€Ss 


Operating without overhead, and 
very often without business sense, this 
manufacturer offers his cheaper prod- 
uct to irresponsible wholesalers whose 
cupidity is their one impelling motive 
These are the chiselers who take ad 
vantage of competition pricewise to 
collect the profits of the moment, 
giving no thought to future retaliation 
or to the service of the user 

This type of wholesaler turns 
around and sells a cheaper product as 
a substitute for the better product, 
very Often getting the same price as 
the better product from the unwary 
dealer or contractor, but cutting the 
price when eventually it must be cut 
The dealer and contractor of the less 
responsible type function in exactly 
the same manner and perhaps more 
successfully, since the ultimate con- 
sumer is the least informed of values 
in a large portion of our industry. 

Now let’s start at the bottom of 
the ladder and work our way up again. 
In my earlier days in the electrical 
industry, General Electric had its Bill 
Goodwin and Westinghouse had its 
Sam Chase who traveled almost con- 
tinuously throughout the length and 
breadth of our land, trying to educate 


ontractors to sell and do better jobs 


ind to the 


chandising better products at realistic 


sell dealers idea of mer- 
markups 

Many of us oldtimers 
course that they expended a 
leal of effort on the 
tractor-dealer.” It took many years to 
find out that this portion of the cam 
paign best 
expressed by the story of the Irishman 


I ceme- 


recall, of 
great 


so-called “con 


was ill-advised, as can be 


“ad On a 


eadstone in a 


Here 


man.’ 


lies law- 


His 


did them tw 


Inscription 

er al an honest remark 

iS Now, how 

get n the 

e Circumventing 

think that 
i 


exist today, and 


fellers 
Same grave/ 


the Specs 


corner-cutting 


Don't 


the doesn t 


even among I 
sible people Several years ago, 
midst of the big adequate wiring cam 


gn, Our company was approached 


1 representative of an outstanding 
light and power company who offered 
manufacture 


means 


a suggestion that we 


either an outdoor lantern, or a 
of mounting the lantern, to provide 
an outlet outside the This he 
said would make it possible for the 
contractor to conform to the adequate 
specification in an inexpensive 
manner enable him to get his 
adequate wiring sea 

In other 
who had 


house 


wiring 


and 


was a man 
quite a number of 
electrical industry, rep 
that always 


generously to 


words, here 
spent 
sars in the 
has 

adequate 
asking us to work 
out a cheap promotion to circumvent 
the intent of the specifications. Need- 
he got nowhere with our 


resenting compan\ 
contributed 


wiring promotions 


less to say 
company 

and dealer 
or the contractor-dealer, if you will, 
have problems in common. I am only 
repeating what has been said millions 
the 


contractor 


However, the 


of times before about disservice 
the contractor does to 
the and himself when he 
pares the price down on his job by 
cutting outlets and pro- 
viding and using 


same token 


irresponsible 
industry 
out essential 
inadequate wiring 
material. By the 
the dealer who offers lower-priced 
and inferior substitutes, whether at 
high or low prices, discourages repeat 
business from customers who get 
burnt qualitywise, pricewise, or both. 
e Questions for Distributors—Since I 
am primarily addressing distributors, 
let me ask a few pertinent questions 
Up to the present, I have made very 


inferior 


Continued on page 82 
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Match the conditions in your customers’ plants 


babsevida 


. 


dadddds 


with these Anaconda Control Cables 


a) 
* 
aa. 


ons 


5A png Socal 


9 


: : : 
5 E i -M iad Be 


ANACONDA TYPE ANW-RUBBER-INSULATED CONTROL CABLE. | ! NACONDA THERMOPLASTIC CONTROL CABLE. \I 


@ 4 j eit) = 


; 


tet 


I 


|) 


ANACONDA BUTYL-INSU 
ble. Individual cond 


H 
APPLICATION CHART FOR ANACONDA CONTROL CABLE 


TYPE AND VOLTAGE RATING CHARACTERISTICS GENERAL APPLICATIONS NSTALLATION METHODS 


RUBBER — Insulated Control Cables 


E xceé 


Rubber-insulated 600-Volts 


Ozone-Resistant Rubber— Ozone-resistant. Pr 
Insulated 600-Volts ance, heat stability. Long 
THERMOPLASTIC—Insulated Control Cables 
Excellent moisture and 
Polyethylene-Insulated 6( : Pocgnage 


+ ince. Highly resistant to electroend 
Volts 


Long-lived 
DENSHEATH -insulated Thermoplastic cable. Excellent mc 
600-Volts snd chemical resistance. Long-aging 
Anaconda Type PND* Poly- 
ethylene-insulated-Nylon Cor 
ductor Cover 600-Volts** 


Dependable chemicai and abra 


sistance. Small diameter. Long-aging 


Polyethylene-insulated 100¢ Peak moisture and chemical resistance 
Volts Heavy insulation thickness. Long-aging 


*IPCEA v 


For full information m any Anaconda’s complete line ot control cables includi vy iDi¢ I I l for more 
specialized ci itrol requiren nts see the Man from Anaconda. Anaconda Wire & Cable yarn sroadway, New 
York 4, New York 


SEE THE MAN FROM ANACONDA 
FoR CONTROL CABLE 





| 2 | 


SWITCH AND OUTLET BOXES e 
———. 


Have all These Quality 


Abvatlage 


Clean-cut knockouts easily removed 


Wide-slotted screws with tapered 
points for easy starting 


Deep, clean-cut threads on screws 
and tapped holes 


Smooth edges no burrs or slivers 
Made of heavy gauge steel 
Uniformly bright electro-galvanized finish 


Engineered to exceed local and 
national code requirements 


WRITE FOR CATALOG TODAY 


ake Pa A RACO BOX FOR EVERY NEED” 
rv - 
ALL-STEEL EQUIPMENT INC.  puroro, itincis 
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DISTRIBUTOR MANAGEMENT: 


THIS IS WHAT WE ARE 
SAYING TO YOUR CUSTOMERS 
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MORE AND MORE PEOPLE 
ARE SAYING... 


“We keep lighting maintenance costs down 
by using quality products... 





that’s why 

we use 
General Electric 
lamps” 





tipfturn) 


Qvr Most Important Product 


Progress Is 


GENERAL ELECTRIC 


G-E LAMPS GIVE YOU MORE VALUE FOR ALL YOUR LIGHTING COSTS 











This is the kind of believable reporting job that appeals to anyone. It rings true because 
it 7s true. Mr. Mendelsohn, who is featured in the advertisement, is an ardent 
user of General Electric Lamps—and he forcefully tells the readers of such publi- 
cations as Wall Street Journal and Business Week just why he feels so strongly 
about a particular brand. You can get reprints of the ad pictured above —full- 
size proofs just as it'll appear in the magazines. Use them on your regular calls, 
or as a mailing piece to customers and prospects. Free supply from your local 


G-E Large Lamp Department representative. 
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CRESCER 


INTERLOCKED ARMOR POWER CABLE 





























: OF INSTALLATION — 


5) a 


CRESCENT INSULATED WIRE & CABLE CO., TRENTON, N. J. tare 





KILLARK FITTINGS USED IN NEW 








Mike Roth of Roth Electriciar 
Contractor, and Howard G 
Engineering & Cons ( 
battery of Killark p 
»f the explosion proof type 
i. 2XPLBM Pilot Light and 
Station 


b. XTb Conduit | 


ELECTRIC MANUFACTURING COMPANY 


Vandeventer and Easton Aves. St. Louis 13, Missouri 





UNION OIL DISTRIBUTION TERMINAL 


ere Peak Safety... Maximum Durability 
...Minimum Maintenance Are Necessary 


a | 


itl | 


iu.) 


KILLARK REPRESENTATIVES 


ATLANTA—Ernest T. Loyd, Inc., 69 Mills St., NM. W. DALLAS—Geo. E. Anderson Co., 190!) Griffin S$t., Dallas MINNEAPOLIS—Harry P. Smith Co., 826-27 Andrus Bidg 
Atianta 8, Georgia. 2, Texas Minneapolis 2, Minnesota 

BALTIMORE—Leo T. McCourt Co., 11 West 25th St., DENVER—Kenneth B. Schumenn Co., 1073 Galapago St NEW YORK CITY—W. J. Wickenheiser Co 600 West 
Baltimore 18, Maryland Denver 4, Colorade 181st St., (Room 22) New York City 33, New York 

BOSTON—Electrical Agencies, iInc., 49-51 D $t., DETROIT—Riecher Electric Sales Co., 8319 Mack Ave PHILADELPHIA—Horry G. Anschuetz Co., 2014 Chancellor 
Boston 27, Massachusetts Detroit 14, Michigan St., Philadelphia 3, Pennsylvania 

BUFFALO—Eberhardt Electric Sales, 278 Johnsen 5t1., KANSAS CITY—Wm. 8. Terry Orgonizotion, 616 W. 26th PHOENIX—Kenneth Anderson Co. c/o Mr 
Buffalo, New York St., Kansas City 8, Missouri 422 S$. 7th Ave., Phoenix, Arizona 

CHICAGO—Jack L. Rowe & Ted H. Rewe, 2039 W. Jock LINCOLN—W. C. McConkle, 2467 Park Ave., Lincoln, PITTSBURGH—Crescent Sales Co Ine 4830 McKnight 
son, Chicago, til Nebraska Road, Pittsburgh 9, Pennsylvanio 

CINCINNATI—Arthur L. Ehlers Co., 1031 Meta Drive, LOS ANGELES—Kenneth Anderson Co., 123 South Myers SAN FRANCISCO—F. M. Nicholas Co., 714 Horrison $+ 
Cincinnati 37, Ohio $t., Los Angeles 33, Colifornia San Francisco, California 

CLEVELAND—tLusty-Thomson Co., 2140 Homilten Ave., MILWAUKEE—Mortin-Goertner Sales inc., 1108 Werth SEATTLE—Northwestern Agencies, inc., 4130 First Ave 
Cleveland 14, Ohie Third, Milwevkee 2, Wisconsin South Seettle 4, Washington 


Melvin ©. Long 








» offers a wide choice of Cluster-Lites 
luster-Lite Lamp Holders are ava 


or mogu 


Reve 
ated fittings. ( 


] 


and enciose fypes ) 186 ’ 


4 


For any outdoor lighting problem 
choose from the widest line of all —- Revere’s 


No two outdoor lighting problems are alike. To solve 
them all efficiently, access to a great variety of lighting 
equipment is a must. That’s why Revere offers you the 
widest line of outdoor lighting available, from simple 
Cluster-Lites to fixtures for highly engineered lighting 
applications. The complete Revere line makes it pos 
sible for you to provide the one best solution to any 
outdoor lighting problem. You can select all perfectly 
matched components, and save on ordering and pricing 


OUTDOOR: 


Revere Electric Mfg. Co. «+ 


Available in Canada thru Curtis Lighting, Ltd., Le lor Ontar 


Engineering help is not necessary, of course, on 
Cluster-Lite sales. However, Revere lighting 
are fully competent to help you with your customers’ 
special lighting problems. Your on-time 
delivery of fixtures for incandescent, n fluo 
rescent lighting, as well as hinged, rigid and 


engineers 


customers get 
ercury ofr 
separable 
poles and accessories 

Write for catalog of Revere’ 
outdoor lighting equipment 


LIGHTING 


Chicago 48, 


complete line of matched 


7420 Lehigh Avenue - INinois 
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Diamond is a prime supplier of: 
i 
Port ‘ 
Re D-Prene 
> & 6 oS 


le | Ni rype J ‘ Af A x 


ae a 





SRP SHO RY Be MBBS 


WIRE and CABLE Company 


Sycamore, Illinois 


WAREHOUSE: BIRMINGHAM, ALABAMA 
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FOUR 
in your fall 


apo 


£ 


SEPT. 15 
Toe . ASK FOR AN ORDER—G-E Bulb sales boon 


during Bulbsnatcher promotions. Be sure 


your dealers are well stocked with a// 


NOV. IS and types. 


PLAN AHEAD—Pick the best dates with your 
accounts right now for their store promotions 
on profitable G-E Bulbs. Get their efforts in 
step with the heavy concentration of G-I 
Bulb advertising 


BACKED 


- 


-: 


See 


y 


3) 
SE 


ba | \ *  / RADIO 


Arthur Godfrey 
every week 


BULBSNATCHER campaigns have COLORAMIC campaign—a natural on CBS 


been outstandingly successful for “profit partner’ with Bulbsnatch- 
ing—emphasizes color in lighting 


for ee home decorating 
and modernization 


Fe MRO eA he wy pa oe ine 
& 4 : q 


& 


1 


many years. 1958 Fall campaign is 
geared to hit price-conscious buy- 
ers with the low cost of G-E bulbs 
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; “it : 
: PRO ‘ é , is < a 
O . ~ — SH a 


_ 


SELL UP 


— 
gp 
; packs of re 
&. alg 
, 
i/ t 
' 


TALK DISPLAY —See that y« r deal 
extra displays during this peak ft 


season. A wide variety of ideas and display 


naterial are avaiiat 


General Electric 


BY THIS TREMENDOUS ADVERTISING _ 


during September, October and November 


) LOOK) 


— 


devs Beier Homes : . S/ fr o 
——ZJ | Pr DISPLAY MATERIAL 


TELEVISION MAGAZINES NEWSPAPERS as 


Hard-hitting Full-pages Sunday 
nation-wide in Magazine 


commercials color sections 


GENERAL @@) ELECTRIC 


a 
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l « ible to vour contrac 
like this ap 


‘ ] 
velopments 


e latest ways to increase their profits 
11 Ke ) 
vith Re Ss cable I rr instance . . 
SE Stvle U cable. too. will stand 
uur customers 


, ; 
tte an 300 up under rough storage conditions 


without getting tacky ind with no 


deterioration 
an be trimme | much 


Ga as as 


with Rome’s SE Style U service Easy to sell. Your customers will 
entrance cable by using No. 3 AWG 


copper conductors in place of the mor¢ 


expensive No 2 AWG. where voltage re O M a Cc A i L om 
lrop is no problem 


This money-saving substitution 


possible because Rome’s SE Style ;. & P O R A T oO N 
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Cut costs... 
without or ti 


<orsecity... GEDNEY CONDUIT BODIES 


” op ae 


























ELECTRIC ¢ 
wr 


RKO BLOG, RADIO CITY, NEW YORK 20 


N* 


ndry, Factory and Shipping Point: Terryville, Conn 








GEDNEY FITTINGS FIT 
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Sales Offices in all Principal Cities . 
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Bare and Covered 
Aluminum and Copper 


Power Cables 
Super-Pararite’ Paroprene 


























ENS 









































SEES 











From Source to Service with ., 


ARANITE 


PARANITE WIRE AND CABLE DIVISION 


MANUFACTURING PLANTS: Birmingham, 


S ( 
Essex Wire Corporation Alabama; Anaheim, California; Jonesboro, 


FORT WAYNE 6, IN DIANA Indiana; Mario 


Type RHW 


Paratemp’ and Paraseal’ 




















n, indieng; Tiffin, OQhie 


Control Cables 
Rubber or Thermoplastic 





. Sold only through Recognized Electrical Distributors 
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SCHWA 


, ®€Pveiic 
.ecremmers 


Get on the profit target 
by promoting 
and selling Quality... se// 


THE BEST COSTS LESS INSTALLED 


EET ma ot 


Quality on the shelves... quality on the job...is quality you car 
sell. All reasons why it’s good business to get on the profit 
target with Republic’s ELECTRUNITE® E.M.T. Because .. . the 
best costs less installed. menue if _ 
Quality is built-in. ELECTRUNITE is produced by one inte 

grated, responsible producer, Republic, who controls quality a a ee ee a 
from mine, through mill, to finished product. Republic feature that teams up with the ELECTRUNITE 
ELECTRUNITE meets Underwriters’ Laboratories Standards Bender for easier fabrication and installe 
Federal Specification WW-T-806, latest revisions, and tion, In sizes and | 
American Standard Specification C80. 3. 














Quality you can measure. Every length of ELECTRUNITE in 
all popular sizes is ““INCH-MARKED’’® in feet and inches. Fast, 
. iy ad " al - r 
accurate, measuring. Quality you can see. Exclusive “INSIDI GUIDE-LINED". .. newest sales feature for 
~ easier bending alignment and better visi 
KNURLING” features ball-bearing like surface that reduces airy. Eleincte eae y, 
wire pulling as much as 30%. Full length “GUIDE-LINI 1” and 1% ; 
keeps bends in the correct plane—eliminates “wows”, wasted 
time, and materials. —_ 


. °. 
Quality selling, too. Powerful national and regional adver : 
tising in leading trade and industrial publications reaching -—— | 
, . . . S alk te : 
your key customers and prospects. Supported by the largest seensee ENeURLINe® . . . onother RECTRUDGTE 
direct mail, merchandising, and sales program in the industry exclusive. By actual tests makes wire-pulling 
. 


Get on the profit target, stay on target with ELECTRUNITEI easier. In sizes 2", %4° and I", 


E.M.T. Call your Republic representative, or write direct for 
facts, figures, and information. 





of i wot i ko a i Cc ST E: ic 7 ACCEPTANCE... first in preference by brand 
" name in unbiased surveys...an ELECTRUNITE 
feature. 
STEEL AND TUBES DIVISION BENDING INSTRUCTIONS 
7 eee for the ELECTRUNITE® 
bending system ... an 
ELECTRUNITE exfro. 


Cleveland 8, Ohio 
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This is a distributor. 


ADVERTISEMENT 


Technical know-how 
and on-the-job service 


made this sale 


Distributor’s man Alvin Phillips has found t 


hat the 


clincher in sales of technical products is know-how 
“Know what the contractor requires 


product line...th 


il 


, 

KnOoOW-now 

Detection 
know ul tems for the 

len get out there and show them 

vour line 


VI new Furman 
ne and your service are tops!” Here’s how 


Carolina 


Working with the contractor on-the-job, Phillips (left), man 


iger of Sullivan Hardware Com- 
pany’s Greenville Electrical Division, puts his fund of product kn to work while 
demonstrating the advantages of his line to Davis Mechanical Contractor 
Dearman (right) and George Burdette 


estimators Bill 








Specialists in signaling since 1872 


Edwards Company, Inc., Nor 


(In Canada: Edwards of Canada, Ltd r Ontario 





Check resistance 


motor control solen 


Balancing circuits. 


There’s only one way you 
can doit... 


new AMPROBE RS-3... 


the only tester small enough 
Wely Y 


with the 


to fitin your pocke t, ye t 
versatile « nough to measure 
volts, amps, 


and OHMS! 


AMP 


Pyramid Instrument Corporation, Lynbrook, N. Y 


66 


handle 


9% 


of all your 
test needs 
with the 


ALL-PURPOSE 
AMPROBE RS-3 








In Canada: Atlas Radio Corp., 50 Wingold Ave., Toronto 





Meets every commercial voltage 
requirement on three voltage 
scales ... 0-150/300,/600 volts ac. 
Accurate current readings from 0 
to 300 amps on five current ranges. 
The ohmmeter scale is designed 
specifically for you... readings as 
low as 0.5 ohms can be taken, en- 
abling you to readily distinguish 
the difference 


cuits and actual coil resistances. 


between short cir- 


Doesn’t it make a helluva lot more 


sense to use this one all-purpose 
instrument than to tote three sep- 
arate testers that can’t even come 
close to AMPROBE efficiency? 
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never before! 


COMPACT, LOW-WEIGHT CONNECTORS 
WITH HIGH CURRENT RUPTURING RATINGS 


% 


; 


PYLE-STAR-LINE| 


Conventional Pyle-Star-Line 


Plug Plug 


The new industrial series “C’’ Pyle-Star-Line con- 
nectors combine unique insulation and construc- 
tion characteristics which make possible extraor- 
dinarily high circuit breaking ratings for the size 
and weight of the shell 


Tough Anodic Coating of shell provides a smooth, 
attractive finish which has a hardness equal to 
40 on the Rockwell C scale 


Rugged, Compact, Low-Weight Shell machined from 
high tensile strength aluminum...combined with 
the unique insulation features...provide a safe re 
liable, easy-to-handle connector which is highly 


“Sandwich Insulation’’—a resilient silicone insula- 
tion disc which floats between two rigid discs 


absorbs shock and vibration and permits the con- 
tacts to align themselves. The silicone, under pres- 
sure, reacts like a fluid. It flows into all crevices 
about the contact pins and sockets — positively 

prevents moisture or dust 
> from passing through the 
z insulation or accumulating 


to cause failures from short 


resistant to the most punishing extremes of tem 
perature, pressure, shock, vibration, corrosive dusts 
and moisture. Advantages never before combined 
in a single, standardized connector! 


Listed by Underwriters’ Laboratories in circuit 


breaking ratings of 30, 60, 100 and 200 ampere, 


600 volt, A.C. 


Contact Inserts circuits or grounds. Write for 64-page catalog, No. 1252-1! 


THE PYLE-NATIONAL COMPANY 
WHERE QUAUTY IS TRADITIONAL 
135° North Kostner Avenue, Chicago 51, Illinois 
BRANCH OFFICES AND AGENTS IN PRINCIPAL CITIES OF THE U.S. AND CANADA + CANADIAN AGENT. THE HOLDEN CO 


MONTREAL - RAILROAD EXPORT DEPARTMENT: INTERNATIONAL RAILWAY SUPPLY CO., 30 CHURCH ST.. NEW YORK 
INDUSTRIAL EXPORT DEPARTMENT: ROCKE INTERNATIONAL CORP., 13 E. 40TH ST., NEW YORK 16, N.Y 


CONDUIT FITTINGS + PLUGS AND RECEPTACLES + LIGHTING FIXTURES + FLOODLIGHTS 
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‘/t's not the money, Alvin— 
it’s the principle” 



































“Electrical Wholesaler Distribution reduces the Manufacturer's selling cost and thereby 
reduces the selling price of electrical supply material to the user. Therefore, our policy has 
been to distribute Thomas & Betts products exclusively through the Electrical Wholesaler.’’* 


IT’S THE MARK OF AN AUTHORIZED T&B DISTRIBUTOR 


LOOK FOR THIS SIGN — 
‘ 


ENGINEERED 
THE THOMAS & BETTS CO. 
INCORPORATED 
20 BUTLER STREET, ELIZABETH 1, NEW JERSEY 
THOMAS & BETTS, LTD., MONTREAL, P. Q., CANADA 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 


* Quoted from the T & B Plan of Wholesaler 
Distribution. If you would like to know the 
complete story of the T & B Plan, write: 
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rT -Y.Vol -9-\,1- me lele) >t 


The SHEFFIELD 


j 
Genuine Stainless Stee 


Give your Customers NEW Trend-Setting STYLE 


Here is the most refreshingly new design in ventilating hoods which will give every 
kitchen that custom look, Three striking styles to choose from and new certified 
performance that tops anything on the market. All this in a compact, self-contained 
unit which leaves the entire cabinet space free for storage. 


The CAMBRIDGE The CONCORD 
Hammered Copper Antique Copper 


ASK YOUR WHOLESALER OR WRITE US FOR COMPLETE INFORMATION 


, Frade! tad SL tileyfiens, ae bye, 7755 PARAMOUNT BLVD., DEPT. EW RIVERA, CALIF. 
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THE MOST IMPORTANT COMPONENTS 
IN A JEFFERSON FLUORESCENT BALLAST 


CAN’T BE DUPLICATED 


They’re Jefferson’s seasoned salesmen and engineers who specialize in helping 
to solve your specific ballast problems. Members of this largest, most experl- 
enced team in the industry are located near you and awaiting your call. They 
are your guarantee that whichever Jefferson ballast you use .. . it will be the 


finest you can use. 


Jefferson rFLuorescent— BALLASTS 


VEFFERSOWN ELECTRIC COMPANY * BELLWOOD, ILLINOIS 
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ON BIGGER 
CABLE PROFITS 


Imprint on every foot 


te! 


Color-coded carton labels 


aqentity 


¢ black and white for rubber 


When you call for cable, 
call for... 


4 CAROL CABLE COMPANY @ Division of the Crescent Company, Inc., Pawtucket, R. |. 


= . bed Bend | yee ae 
. . - eaten . a RT —- - “ 








» 


We Guarantee the sound level of We originated jow sound leve imitator 


ALL Sorgel dry-type transformers dry-type transformers many years n 


not just a few) ir ago, making them 
. 
ALL ratings, ¥. 10 10,000 ky More practical {or installations 
120 to 15,000 volts in hospitals, schools, offices Not equal 
; ¢ 


Certified tests furnished o stores, and other buildings 
where low sound level is an 


request. Our modern testing 
moortant tacio leadina 


sorgel dry-t 


facilities enable us to 
discriminating ers have 


Prove the low sound level, higt a 
: . Approved and endor 
Cre rael s< nrl_e j 


sed 
ated transform 


efficiency, and low operating 
ers 


Substation Transformers 


Wall mountin 
Connection 


Sales engineers 

in principal cities. 
Consult the 

classified section of 
your telephone directory 


or communicate P s 
with our factory 1000 Kva 13,200 volt Sorgel dry-type transformer in a substation—Compartment panel removed 


SORGEL ELECTRIC CO., 832 West National Ave., Milwaukee 4, Wisconsin 
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— EVERY FEATURE 
YOU WANT! 

in the NEW Pas 3-WIRE 
DUPLEX GROUNDING OUTLE| = 


with pressure terminals rt 























The new P&S No. 5222 3-wire grounding outlet » 

with pressure te rminals combine S all the features 

youd ever want in a three-wire grounding outlet 

Designed for industrial, commercial and home use a 

this neu grounding outlet is easy to install, saves »— 

wiring time and has the long-lasting quality you No. 5232-1 ) 
IVORY —_— 

expect in P&S devices b | (J 




















For use with No. 12 and No. 14 solid wire. 
e Pressure terminals clearly identified for black 


and white wires S mply strip wires and insert 








in proper holes 


¢ High quality bronze springs hold wires securely © Insert wire in Ai Z 


and prevent loosening from vibration wire holes—just a 







] ] ir h nc 
e Built-in wire slots firmly position inserted wires firm pus ana 






wires are an- 






e Bronze contacts with rounded surfaces assure 
chored secure y- 





trouble-free insertion and withdrawal of cap 


blades. J 


e Recessed strip gage for quick, accurate stripped 
P&S | P] 






wire length 
Meets Federal spec ifications WR - OO151b. 






















‘ : ’ . 
Availabli in brou nu ith one ereen bin ling screw ' ‘ + 
slot permits loc 
a i ‘ Sio? f oc 
(No. 5222) or with two screws (No. 5232), or in ivory Li P 
99 ; ? we = wir Gg 


u ith one screu 5222 or Two screws (52 32-] 


Why not try 5222 and 5232 and convince yourself? For 
sheet write De pt. EWSSS. 






free catalog 








Ae awe 


PASS &€ SEYMOUR, INC. 
SYRACUSE 9, NEW YORK 


60 E. 42nd St., New York 17, N.Y. 1440 WN. Pulaski Rd Chicago 571, ill. 
in Canada; Renfrew Electric Limited, Renfrew, Ontario 


















MAKE THE COMPLETE JOB COMPLETELY P&S 
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IDEAS FOR I-T-E DISTRIBUTORS 








EVERY INDUSTRY HATES DOWNTIME 


‘“‘We have an efficient, automated plant. Even a So why don’t you, Mr. I-T-E Distributor, join 


partial loss of electric power would cost us big the ever-increasing list of those selling installa- 
money,” says John R. Allen, engineer for G. & tions like this one. Be the welcome supplier that 


W. H. Corson Inc., cement manufacturer. “‘So translates the advantages of circuit breakers 
we protect ourselves against downtime losses with into increased productivity. 
I-T-E circuit breakers. They prevent shutdowns 
? Paget Remember that when you sell I-T-E equipment 
due to momentary overloads. They get us back , 
AR ce you sell the quality line at no extra cost which 
into operation faster in case of actual faults. ; . 
means more sales and more satisfied customers 
Today’s industry everywhere wants the greater for you. I-T-E Circuit Breaker Company, 19th 
productivity I-T-E circuit breakers make possible. & Hamilton Sts., Philadelphia 30, Pa. 


4t I-T-E CIRCUIT BREAKER COMPANY 
PHILADELPHIA, PENNSYLVANIA 
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Here is a complete and low-pri 
are more compact and hea 


tion under more severe lo 


Only seven 


FEATURES: Rugged construction 
Made of high conductivity copper alloy 
Suitable for all purposes 
Variable, each connector takes wide range 
Exceptionally compact 


Reusable 


Write for detailed information and prices! 


OSSERT MFG. C 


YEARS OF Si : ie ah 
TECHNICAL 7 249 Huron Street, Brooklyn 22, N. Y Repré 
KNOW-HOW 
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carefully threaded 


Columbus. 
NIPPLES 


assure weatherproof joints 


Your customers know U. L. 

approved COLUMBUS nip- 

ples lock out leaks, assure 

tight, weather and corrosion- 

proof connections. Engineered 

to the highest standards, 

COLUMBUS nipples are 

carefully threaded for correct 

alignment. Precision chamfer- 

ing means smooth, easy start- 

ing. Rigid inspections assure 

constant, uniform quality. 

COLUMBUS nipples are hot- 

dipped, galvanized and lacquered. All sizes: 1” x close 
to 2” x 6” in protective, easy-to-store packages. Larger 
sizes 22” to 6” available in all lengths. 


plus this extra service 


You can get speedy delivery of 
all COLUMBUS fittings from any 
of the 10 conveniently located 


Mie WA warehouses. 


dintdadedd cnoudeddunnednnnanenvenentTait ld 


< HLS 


label when buying elbows 
and nipples. 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


CONDUIT PIPE PRODUCTS CO., OF y OHIO 


PIPE COUPLINGS « PIPE NIPPLES « ELBOWS, RIGID & E. M. T. 
RUNNING THREAD « GOOSENECKS © WALL PLATES 
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NEWS FOR THE 


INDUSTRY 





You Can Sell Uncle Sam! 


® He's in a billion dollar business—buying everything 


from bolts to missiles 


®@ The Small Business Administration can be your 
selling help 


of [HE ELECTRICAL WHOLI 
SALER, can sell th irgest singl 


’ 


opera 


an endless 


Compet 
emphasis on 
competitive 
responsibility 


) 


How U.S. Buys 

procurement offices bott 
d civilian ouy suppl es 
(1) by for- 
mally advertising for competitive bids, 
(2) by negotiating with a selected 
suppliers. The term 
is misleading. Even 


nd services in O Ways 


group of nego 


ated | irchasing 
this method, competition 


Negotiation is 


Is gene! 
esent intended 
to lessen 
government buying 


sed bid, and 


limited by 


rcnhasing 1S 


hases which meet care 


defined conditions, such as when 
secret, if it 
to draft adequate specifications or to 


ribe satisfactorily the 


in item is not possible 
needed item 
) service, or item 
needed in a great hurry. Another 


negotiated purcha 


wher the 


Stance where 
purchases amounting 
less than $1,000. 

Here’s how the 
work 
e Advertising for Bids—When 
ing a purchase by this method, a pu 


ised, 1S In 


buying 


sends “invitations for 


listed on the 
, 


made up of 
have notified the of 


office 
firms 


list his list is 


chasing 

bids” to bidders’ 
business 
concerns which 


August, 1958—ELECTRICAL WHOLESALING 


the list. When this 


big 


\ 1 Ca se ine &£ vernmentl uric 

first step is to find out which agen- 

con cies buy the products you can supply 

many Then, get on the agencies’ 
[he lists for the items. 

invitavion Who To Contact 


It the > it n rm chil up 


bidders’ 


ains 


used 


spective customers 
in getting 


requesting 


>) e 
Lies 


This is the first big step 

the bidders’ lists. In 
nformation, the firm should 
ts facilities, 


SBA pro 


reater number ol han are on on 

happens, they will 

papers and simular dat: 

notices in post offices, products, capabilities. An 
Keep your eye irement st 

on them! lat 

e The Public is submitted 


a proposed pu a are 


t 


give 


nis 


advertise in trade SBA sufficient d 


publications, 


and other 


opened 


pening at the pro 


UDILIC 
¥ 


curement office time designated procurement offices 


n the invitation for bids — this e Getting on the Lists 
bidding. The number of each ng which agencies buv tl 


eaiéa 
bid, the name 
submitted it, and the pr will be 


which 
quoted aloud 
designated to 

the purchasing 

e The Contract 
that the cé 


ol carrying out the 
r 


snMNows 
capable contr: 
on the terms 


ump-sum contract 


Stated, hxed pri 


contract 


that 


mes these 
revision 
ment if 
e Buying by 


purchasing iS Im advertised 


LiaUusd 
costs rise reques placeme 


Negotiation e Make a Strong Request 


nego 


tiated irement ency wants assul 
contract does not 


procurements, the 


necessarily have » be awarded 


the lowest bidder. In one c: 


mary consideration m; 
another early 
ability to 


cations. It’s 


neet the 


most advantageo 


ment 
After 
irom 


reviewing 
selected supplier 
ing officer usually w 

which have bmitt the best 
You ca that 


and bidding are still present. A 


firms 


prof 


ution 


0Sals compe 
Additional Opportunities 


7s | ‘Ver 
added however! Be After be , placed yn the vario 


element is 


the hid is not sealed, the ne 


new 


cause Continued on 


poge 78 


77 





News for the Industry 


Continued from page 77 


don't stop looking 
additional 


on purchases by 


Keep watch 


ing for chances to bid, 
such as 
which 
frst time 
name on 
e Locally 


stallations o1 


agencies 
are buying an item for the 
and do not have your 
their 
See 


Offices of civilian 


bidders list 
whether military in 
agen- 
cies located in or 
munity buy which 
supply. These can negotiate for 
iness purchases of up to $1,000 (any- 
thing over that amount can become 
a formal contract 
al advertising and stiff competition) 
and usually do so with 
of supply. 

Here’s tagon procure- 
ment policy Electrical 
Wholesaling back in °56, concerning 
procurement 

“There’s only one sure way to get 
in on local procurement. A_ whole- 
Saler should write to procurement or 
contracting officer of the mili 
tary installation, telling what he has 
that he 
future 


near your com- 


items you could 


bus- 


subject to nation- 


local sourees 
what a 
official told 


local 


local 


to sell, and saying wants to 
be solicited for rhe 
procurement officer will then tell the 
wholesaler what to do. He may or 
may not be required to fill out any 
forms (EW—July 1956, p. 42).” 
° Publications 


business 


Take 
any helpful prime contract and sub 
contract information available from 
trade publications and national and 
local trade Review reg- 
ularly the “Synopsis of U. S. Govern- 
ment Proposed Procurement, Sales 
and Contract Awards.” Copies of the 
synopsis are available for 
purposes at SBA and 
Commerce field 
obtained on a 
$7.00 per year 
In addition, a 
publications of ivailable, if 
you write directly to the principle 
government purchasing agencies 
as the Department of Defense 
the General Services Administration 
SBA publications can be 
from the Superintendent of 
ments, Government Printing Office, 
Washington 25, D. C., or from field 
offices of the U. S. Department of 
Commerce 


advantage of 


associations 


reference 
Department of 
offices, or may be 
subscription basis for 
number of other 


' 
help are 


such 


and 


purchased 
Docu 


SBA A Selling Help 
The Small 
works closely with the principal pur- 


Business Administration 
chasing agencies of the federal gov 
ernment in 
procedures that will lead to increased 
contract awards to small firms 
Here are ways in 
which the agency 
e Teams-up with 
ment agencies to 


developing policies and 


some of the 
assists 

major govern 
buying cooperate 
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Sure my men use 


it. That's 


how they 


keep 





In reserving government pul 


chases for award to small business 
concerns 

e Provides an appeal procedure 
through Certificate of 


firms that 


Competency 


service, for small face loss 
of a government contract because the 
purchasing office lacks the 


necessary financial means to meet the 


believes it 


contract requirements 
e SBA field 
ing-points for 


offices serve as meet 
government prime con 
tractors and other business concerns 


in need of subcontractors and small 


firms which have the required facil 
ities 

e SBA regional 
inventories or listings of the produc 
facilities of small their 
prime and 


listed 


offices maintain 


tive firms in 


areas, and refer contract 


subcontract opportunities to 


firms which can furnish the needed 


products or services 


Can’s and Can’ts 
e You Can, if 
bidder 
hid abstract 


you are not the suc 
bidding), ask 
which 
addresses and bid of all 
will tell you where 
able to 
judgements accordingly. If 


an abstract, be 


cessful (sealed 


to see the shows 
the names, 
the bidders. It 
you revise 


stood so you are 


your you 
do elect to check sure 
that know the bid opening 
and the bid number. This will 


much time in locating the 


you date 
save 


abstract at 


the procurement 

e You Can’t, when you receive an 
invitation for request for 
figuring out 


finger 


waste time 


data at 


a proposa 
costs H ve all YOur 
tips 

e You Can refuse 


you do, let 


them 


ticular procurem 
the agency know 
that want to stay on the 


bidders 


advise 
you active 
future Invi 


may be 


lists to receive 

tations Otherwise you 

dropped 

e You Can't be slipshod about items 
agency. You 

item 


you wish to sell to 


have to 


because se] 


name specifically, each 


arate bidders lists are 


maintained for each item purchased 
Failure to 
delay 


proper 


this may result in a 


in getting your name on the 


lists, or complete omission 


lists for certain items which 


from 

you could supply 

During the 
Printers’ Ink im 

that 

want 10 he 


e Sage Advice time of 
the Korean War 
some 
today fi you 


and busine sslike in 


parted sage advice still 
holds 
thorough your ef 
forts to sell the government, avoid 


the man who sells influence 
{ind when the 
plicate 1 just tell 
The reé 
you could learn in half an hour 
ind bidding 


low rermie mie r it's you? 


} sysfem seems com 
vourself it really 
isn’t is almost no civilian busi- 
ness 
when the seems too 


money 
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TIREX 


is Incomparably Flexible! 


The wonderful flexibility of Simplex-TIREX assures easy 
reeling, coiling and handling. But beyond this, TIREX offers 
other important features, too. 

TIREX cords and cables are cured in lead, by an original 
process which results in a perfectly smooth, uniformly dense, 
abrasion-resistant rubber jacket. TIREX cords and cables are 
rugged, light, and easy to handle, and won’t snag or tear. And 
their neoprene jackets give balanced resistance to abrasion, 
water, acids, oils, sunlight and flame. 

Millions of feet of TIREX are in use everywhere—on the 
job transmitting power for mobile mining equipment, construc- 
tion machinery and portable tools of all types. Investigate how 
Simplex-TIREX cords and cables can help you. 


WIRE & CABLE 


» @OwRReA HM YF 


79 SIDNEY STREET, CAMBRIDGE ’, MASS 


“The American manufacturers of transoceanic telephone cables” 
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BUSINESS INDEX for May 1958" 


NATIONAL PICTURE: 


Ay 5 = ¥ 
9347-49=100% 





. = 
= 27> 
7 ™s 
. 


INVENTORY aaanieinniae——m 





May 58 
147 


Inventory 120 


REGIONAL PICTURE: INVENTORY 


— ~~ ——- Change 
1958 Cons e. 
rom 1957 Apr CR Moy S7 


NEW ENGLAND 

MIDDLE ATLANTIC 

EAST NORTH CENTRAL 
WEST NORTH CENTRAL 
SOUTH ATLANTIC 

EAST SOUTH CENTRAL 
WEST SOUTH CENTRAL .. 


MOUNTAIN 


PACIFIC 2 0 
**Five months 1958 from five months 1957 


electrica 
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IT’S BUILT RIGHT- 
IT WORKS RIGHT- 
IT’S PRICED RIGHT 


The Cutler-Hammer Midget Switch 


Many electricians are now using this amaz knuckles or ¥ » “pretzel bending 
ng Cutler-Hammer 4151 Midget Safety It works right Cutler-Hammer 1] 
Switch wherever low cost circuit protection Midget Safety Switch has solid silver 


ind control of electrical equipment is re double break, butt type contacts. Silver 
quired oil burners, air-conditioners contacts will outlast contacts of copper or 
fans, automatic washers and dryers, home bronze Double break contac ts have greater 
workshop power tools, blowers, and stokers contact area and halve the arc voltage 
are typical examples. Try a 4151 on your Butt type contacts meet face-to-face and 
next job and you will agree this midget receive only a fraction of the wear common 
safety switch is built right, it works right to other designs 
ind it’s priced right It’s priced right The 4151 is a quality 
It’s built right — Everyone is quick to ap safety switch, yet the price range is 
preciate the 4151's compact design, but of same as the cheapest switches made 
equal importance is its ease of installation Order your 4151 safety switch from your 
Che one piece switch-and-fuse unit is re nearby Authorized Cutler-Hammer Distrib 
movable by two screws for 3-point mount utor today, or write for the Cutler-Hammer 
ing of the enclosing case, speedy conduit Merchandiser ES-100-Q247, the handy 
connections, and wire pulling freedom. All selection guide. CUTLER-HAMMER 
terminals are out-front no more skinned Inc.. Milwaukee 1, Wisconsin 


CUTLER-HAMMER 


Cutler-Hammer Inc., Milwaukee, Wis. Division: Airborne Instruments Laboratory. foreign: Cutler-Hammer International, C. A. 
Associates: Canadian Cutler-Hammer, Ltd.: Cutler-Hammer Mexicana, S. A.; Intercontinental Electronics Corporation, Ir 
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TRAVIS AIR FORCE BASE 
CAPEHART PROJECT 
FAIRFIELD, CALIFORNIA 


CAPEHART PROJECT 


cores up FAST....... 
ano At LESS COST 


USING..... 


BOXES! 


General Contractors 

Sun Gold, Inc. & Inland Empire Builders, Inc. 
Joint Venture 

5971 Jurapa Street, 

Riverside, California 


Electrical Contractors: 
Funderburg & Greene 
4708 Vesper Ave 

Van Nuys, California 


can SAVE 
on your 


NEXT JOB ! 


UNION INSULATING CO. 
Parkersburg, West Va. 


Upgrade or Downgrade (cont.) 


Questions for Distributors 


won 


rticle will 
th the author 


tunists and | 


point-by 
point examination is necessary 

First, before taking on a line do you 
as a distributor investigate the finan- 
cial responsibility of your prospective 
supplier and make any 
the management 
company? 

Second, do you examine the manu- 
facturer’s complete line to find out 
whether or not there are some items 
in the line that you would not care to 
handle due to_ inferior 


tion and vhat might be terme: 


t mavhe ' 
ut mavybde close 


inquiry into 
personnel of that 


construc 
j 


heapies 


Third, are you tempted to handle 
orders for some of these cheaper 
items brought in by missionary sales- 
men? This does 1 ipply to 


missional done 


SIDI representatives ol responsib 


manufacturers making good products 

Fourth, do you limit the lines you 
carry so that you can truthfully edu- 
cate your salesmen to approach their 
customers with confidence, stating that 
ou carry the X” line because 


fooling 
piportan phase Oo ary industr 


The few 


} 
article are 


”? irketing sueecestions con 
offered for 
ind future guidance of 
product Oo} the elect? 


Stebel 


larence I 


"ued from page 4 


4 


deem it the 

material and 

handle it with 

profits 

igree to 

of doing bus 
nctioning as 

obber 


Mpor 


tun st 

Fifth, if you have the right answers 
for the foregoing questions, it should 
be unnecessary to ask whether or not 
you handle 


short lines be 


Sixth, do you support only manu- 
facturers who have a “distributor” 
policy, be ng in mind that a distribu 


Tr must 


Seventh, do you ask your suppliers 
what they do for the industry at 


j 


large? A 


t ' 1? SNOWS 


much 
you and other responsible companies, 
be they manufacturers, 
contractors or light and power com- 
panies, are called upon to contribute 


ntribirt 


Eighth, do you realize how 


distributors, 


stantially to in 
and how un 
manutacturel 
de and who 
th he can 
ind 


iu f his al a low overhead 


inth, do you 


reward with your 
support the manufacturer who does 
things the way you think they should 
be done, or do vi pat him on the 
| } *-Il him he is y low with 
BUTI 

the f gongs really 

so intended; it 1s just 

iniscences and ob 

hope will reawaken 

to consciousness those of us who real 
ize that the lush days of shortages 
ire over and that the down-trodden 
public can again afford to become dis 
criminating in selecting products and 
nsisting workmanship 
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Cpa eT ey aah 


THREE TYPES 
AVAILABLE: 


Because Whitney Blake specializes in the 
manufacture ot high quality wires and cables, 
you can be sure your customers will get long, 


efficient service from WB Station Control Cables. 


Rubber insulated and PVC insulated types are 
rated at 600 volts; polyethylene insulated types at 
1000 volts. All are manufactured to IPCEA 
Specification S-19-81. They are designed for 


aerial, duct or direct burial installation. 


For information on special constructions talk to 


your WB representative or write us direct. 


Well Built Wires Since 189 
Pe a ee ee 


WHITNEY BLAKE COMPANY 


NS a a ee ETRE TT 
NEW HAVEN 14, CONNECTICUT 
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Latrobe 
Electrical 


Products 


“Latrobe” Floor Boxes and Wir- 
ing Specialties are designed to do 
their job easily and surely with 
no excess parts. 


This same compactness of design 
makes for fast, easy installation. 


Two Gang Adjustable 
Floor Box 


Adjustable Boxes come in single-round or 
square bodies. Also in square type Single 
Gang, Two Gang, Three Gang and Four Gang 
Boxes. All adjustable boxes are now bonded 
which makes them fire-proof 


“Latrobe” 
Pipe or Conduit 
Clamp 

This clamp is made 

with a double safety 

bite of case hard- 

ened tool steel 

Two models—Right 

Angle and the Par 

allel support. Each model comes in 10 sizes 
to handle pipe or conduit 42” thru 4” 


Insulator Supports 
Malleable iron clamps of 
high tensile strength 
Four sizes to fit all stand 
ard porcelain or glass in 
sulators 


Sold Only Thru Wholesalers 


Latrobe Products 
Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes. . . Cover Plates 
Junction Boxes . . . Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports .. . Fish Wire 
Staple and Cable Clips 


Write for new catalog 


Sales Representotives in all principal cities 


Pullman 


Manufacturing Oo. 


1709-1215 


LATROBE. 


JEFFERSON 


Pa. 





50 Years of 


boi Elect: California 
located 


ing over halt century of electrical 


is celebrat- 


wholesaling this 
history of the cor 
founders are A. R 


1908 


Here’s driet 
poration. Company 
Fierce, and J. H 


I owe’'s son 


Lowe in 
John Lowe, Jr., is en 


gaged now in the electrical business 
in Southern California 
1918, the 


founder 


ime 


on the left 


wn 


What's in the Box? 


FASTER READING’ LABELS, 
made by the Thomas & Betts Co. Inc., 
Elizabeth, N. J. are reported to be the 
outcome of a survey to find out what 
is wanted in labeling among electrical 
wholesalers and others who fill orders 
from stacks of items 

On the new labels, legibility is in 
creased by running the item’s name in 
large black type between the two top 
bands of color. The company trade 
mark is reduced in size and moved to 
the lower left hand 
more space for a larger drawing of 
the product. Product number, and 
quantity are set in the white spaces 
on the top color band and the firm’s 
name and address is run in white on 
the bottom 


corner to give 


intere¢ 


the compan 


who formerl Wa 
Southern (¢ alifornia 
rict for the Westing 


president 


Sylvania Chairman Sees 
Definite Business Upturn 
NEW YORK—Predicting a defir 

upturn in the natior 

fore th nd of th mmer, Don G 
Mitchell hairma ind president of 
Sylvania Ele 

upon Am«¢ 

merce \ 


economy 


campaign of effectiv J 

Speaking a h S4th annual con 
vention ol ng Federation 
America tche said that when 

gins working its was 
nventory adjustment of 
several there will 
enormous opportunity to put 
improved 


the past months, 
be an 
new and products to work 
at a scale we never dreamed possible 

e Full-Scale Selling The 
hard sell is when it 
Mitchell advised 


sure that “advertising and every other 


time fo 
hard to sell 
DNusinessmen to as 
distributive function Carrying its 
share of the load 

Mitchell declared that the com 
panies that maintain full-scale selling 
efforts and avoid taking arbitrary cuts 
out of their advertising and promo 
tional budgets will be the first to re- 
cover from the current business slump 
Ihe company that keeps slugging it 
the first to 


out will be ome back.” 
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CROUSE-HINDS 


EXPLOSION-PROOF 


MERCURY VAPO 
LIGHTING FIXTURES | 


For dependable security at low 
operating cost in hazardous locations 


@ where long burning hours without interruption 
are involved, month in, month out 
@ where labor cost or trouble of relamping is an 
important factor 
@ where maximum lighting output calls for maxi- 
mum economy in power consumption 


NOW : offer our c { 


istomers the one expiosio} 
fixture that meets the above requirs 


US the Se Wwe 


proof lighting 


ments... PI 


| established advantag« 


ag 


LONGER LIFE: 7000 hours, \ 1000 |} 


neandescents 


MORE LIGHT’ lumens/watt, vs. 22 


for incandescent 


es more light 


1 prestige in offering these 


1s. They’re exclusive with Crouse-H 


\\ : : giving you : ‘ | ver ur con pe 
NS eee ee ee 
TYPE EVA Explosion-Proof ee 
Lighting Fixture 


Available with or without guard, 
or reflector (dome, deep bowl, 
shallow bowl, angle, or high bay) 


MAIN OFFICE AND FACTORY: SYRACUSE, NEW YORK 
250 Watt— National Electrical 


@ CONDULET® ELECTRICAL EQUIPMENT (Explosion-Proof and Conventional) @ FLOODLIGHTING 
Code: Class L @ TRAFFIC CONTROL SYSTEMS © AIRPORT LIGHTING and WEATHER MEASURING EQUIPMENT 
Groups caoD These products are sold exclusively through electrical distributors 
of the following offices: Baton Roug Birminghar Boston go (CC nnati Cleveland 
Corpus Christi Dallas Denv Detr stor Indsanax Kan Sit Los Angeles 
400 Watt— Class I, Group D Milwaukee New Orlear New Yor mah F : it Lake City 
Louis r Sectt 7 > Resident Representatives: Albany 
Atlanta Ba r “bar! 7. Pa Richmond, Va 


For application engineering help. contact one 
Butta Thica “incinn 


St 
Shreveport 
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Combine Your 
Porcelain Orders 
with 
Mast Kits! 





SAVE 


Freight costs! 
Combine 

» PORCELAIN 
PRODUCTS 
MAST KITS with 
wireholders to 
make prepaid 
shipments, 








Send for 
NEW Mast Kit 


Brochure 


Electrical Porcelain 
Since 1894. 


Porcelain Products, /ne. 


CAREY. onto 


Wholesalers Go... 


From Job— 


rited wholesak 


>A 
rom le 


EVENTY-SIX sp 


‘ 


executives States and 
executive 


return to 


their 
mid-June to 
State 


The College of 


Canada, evacuated 
positions in 
campus life—Ohio 
stvle The 
Commerce at the 
training 


University 
reason? 
university Was BIV- 
ing intensive courses in the 
it of 


ment 


wholesale manage 
The purpose? To help distribu 
with the expanding, 
ever-changing economy of America 

This seventh annual Wholesale Ex 
ecutive Management Training Course 
wholesale executives 
the dynamic 
tech 


atomic-age 


tors keep pace 


gave attending 
to study 


distribution 


an opportunity 


nature of modern 


niques 


e Tomorrow's broad 


Profits—The 


scope of the course included such 


To School 


hun 
practical stud 
stock 


order 


gement and 
e wurance, 

mall 
keved to 
Tomorrow's Profits 
Management 


wholesal 


turn-over and control 
problems and credit 
the theme that 
Will Reflect 
Training 

e Two Year Program 
the National 


who 


control 
loday’s 


According to 
W hole 
sponsored the 

mounting 
enrollment 
this, the 


Association of 


salers have 


courses, there has been a 


demand for expanded 
opportunities. In answer to 
NAW Education Committee voted to 
undertake a two-year program of ex 
pansion of this activity. It will proba 


bly result in similar courses at east 


and west-coast universities by the 


spring of 1960 








School Days for Twelve 
Instrument Distributors 
WEST LYNN, MASS.—A dozen 


newly appointed specialty instrument 


distributors attended a week-long 


school at General 


Instrument de- 


factory distributo! 
Electric Co.’s Electric 
partment 

Part of a new specialty instrument 
sales program, the course is the first 
that the department has conducted 
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THE 











DUAL-GRIP 
ENTRANCE HEADS* 





R THE PATENT NUMBER 






CTION AGAINST COPIE 





PAT. NO. 2,739,999 















“Dual-Grips"’ save your customers time and money 


L | 









When “‘Dual-Grips" are used on EMT, 






your customers know they're ‘'on to stay 







—with no special fittings. 





With rigid conduit, the electrician just slips 






the head on and tightens the screws. 






No valuable time wasted cutting threads 






Lightweight aluminum alloy—moistureproof— 


rustproof. Eight sizes: '/,”, 34”, 1", I'/, 


/p", 2", 2Y", 3 












NEW COMBINATION ENTRANCE HEADS 


head and reducer in one compact 







easily installed unit! No mast threading 





For 2” or 22” rigid conduit or pipe 








MR. WHOLESALER 





a) 
J.A. WEAVER 


OMOQITY 
/ y, 
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Combine Your 


Mast Kit Orders 
with 
Porcelain! 





SAVE Freight costs! 
Combine PORCELAIN 
PRODUCTS WIREHOLDERS 
with mast kits to make 

prepaid shipments. 


A complete, quality line of 


secondary service materials 


Electrical Porcelain 
Since 1894. 


Porcelain Products. Ine. 


CAREY, Ont0 


_INDUSTRY-WIDE PROGRAMS 





EE! Backs ‘’Give Better 
Electrically,’ Theme 


NEW YORK—“Give Better Elec- 
trically,” theme of the Christmas 
merchandising program of the elec 
trical housewares industry, will be the 
main theme of the Electric 
Institute's promotion kit 
utilities 


Edison 
housewares 
this fall by 
tailers, and will be used extensively on 
their point of sale material. 

e Calendar—EEI’s residential promo 
tion calendar the general time 
and promotion themes for the industry 
for the November-December months 
[he promotion will carry “Electric 
Gifts Keep On Giving,” 
ary theme 
e Ads—A 
newspaper section 
by LBE to more 
papers towards the end of September. 
[he supplement can be 
their 


for use and re- 


sets 


as the second- 


Better Electrically 
will be distributed 


10.000 


Give 


than news 


used by dis- 
tributors in GBI 
tion 

According to LBE project manage! 
Robert E. Boian, the GBE program 
unites at a local level all the promo 
tional and merchandising activities 
of the utility, the participating manu 
thei The 
Institute and the Live 


own promo 


facturers and distributors, 
Edison Electric 


Better Electrically program 


AHLI Fighting 


Truck Rate Rise 
CHICAGO 


wal 
LOO% 


A $10,000 emergency 
fight the 
increase in home lighting fix 


chest to threatened 


ture trucking rates is being col 
the American Home Light 
ing Institute 

According to Ted managing 
AHLI, “Every fixture 
a stake in this case 
which can cost manufacturers 5% of 
million yearly 


now 
lected by 


Cox, 
directo! of 
manufacturer has 
gross sales, or a $5 
loss for the industry.” 
Robert 
as traffic counsel to fight 
application now being 
considered by the National Classifica 
tion Board. Cox estimated it will cost 
at least $10,000 to prepare the lighting 


industry's case and make appearances 


Ihe institute has named G 
Hallett, Jr., 


the increase 


before the various boards 

“This is a dollars and cents matter 
to everyone who makes his living 
from home lighting fixtures,” Cox 
said. “Heavy increases could raise 
general costs to such an extent that 
national distribution of fixtures would 
be crippled,” Cox stated. 

The institute is asking non-member 
manufacturers to contribute to the 
freight rate fund on the basis of 
25/100ths of 1% of sales volume 
For a manufacturer with a volume of 


the nstitute has 


costs of fighting the 


the initial 


crease, and will continue to oppose 


it. However, the institute is limited 
in what it can do and is relying on 
their 


non-members to contribute in 


own self 


nterest 
New Training Course 


Offered by NLB 


NEW YORK The 
ing Bureau has 
ind 


National Light 
that its 
lighting 


and 


announced 
mar 1 wr 7 il 
industrial commercia 
training 

other lighting salesmen ts 


without the 


contractors 


urse for 
COUrS¢ LOT 


now offered 


requirement ol 
idopting an entire thting promotion 
program 

vhich 


The tr 


technical aspects of calc 


include 
ulation and 
layout is well a sales methods 

rhting to potential customer 


book i 


containing slides, film 


selling | 


includes student text teach 


Strips 


ing kit 


records teaching props 


ma t ented or purchased 


icluded, 1S a 


which 


outright course 


leader's manual, and a set of meeting 


guides, to provide instructions for the 


I each Session 


The training 
flexible 


conduct o 
e Flexibility 
{ 


Said to be 


course 


enough to be 


idapted It 


to local facilities. Utilities may 


be able to instructors from their 


staffs, or 
may 


PICK 
schools 


edit 


universities, and trade 


arrange to award students c! 


for the course 


Promotion Handbook 
Issued by LBE 
GREAT NECK, N.Y \ 


page brochure, Retail 
Handbook,” is a compilation of tested 


merchandising 


new 24 


Promotion 


techniques to sell elec 


trical appliances, products and equip 
ment 
e Successful local level 


by dealers, electrical leagues, distribu 


promotions 


tors, and department stores, have been 


reported to be detailed step-by-step 
to suggest the variety of ways electrical 
handised at the 


products can be merc 


point of sale 

e A checklist of 12 
and a 
community 


retail promotion 


LBI 


pre 


ideas, 13-point plan for 


wide promotions 1s 
sented 
e.Case Histories of successful 
multi-dealer “Live Better Electrically 
Week” in Westbury N.Y 
similar “Electric Living 
Keokuk, lowa, are 
of community 
e An examination of local home 
shows and the LBE Medallion Home 
program brochure 

Che handbook may be ordered from 
LBE in Great Neck, N.Y 


and a 
Week” in 
given as examples 


promotions 


concludes the 
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Flanged Hinged-Cover Wireways and Fittings 


Flangeless Screw-Cover 
Wireways and Fittings 


Flangeless Hinged-Cover 
Lay-In Wirewoys 
and Fittings 


Whether you're a distributor, contractor, end user—or 
an original equipment manufacturer, you'll find that 
Keystone offers you a complete line of quality wiring 
installation equipment designed to meet your exact 
needs. U.L. listed wireways and auxiliary 

fittings, boxes, cabinets and 


“JIC Wireways 
ond Fittings 


ae” 4 


JIC’ Enclosed 
Wiring Troughs 


enclosures—plus a full range of “JIC” equipment manu- 
factured to the electrical specifications of the Joint 
Industry Conference Standards. What's more, all items 
are stocked af factory and regional warehouses 

to give you exactly what you want 

when and where you want it! 


— 


: , JIC’ Terminal and 
. ! : 3 Pull Box Enclosures 


Type “A” Hinged-Cover 
Surface Cutout Boxes 


Q 
; 


Single and Double Door 
Current Transformer Cabinets Type “SC” and FC’ 


Screw-Cover Pull Boxes 


Type ‘PF’ and ‘PS’ 
Telephone Cabinets 


Looe 


= oi FO NEMA Type 12 — “JIC” 
a ae Control Panel Enclosures 

\ & 
YOURS FOR THE ASKING WITHOUT OBLIGATIO - , 

, Three new easy-to-read, easy-to-use git : me 
catalogs describe and illustrate the “ \ : a 
entire Keystone line — contain com- : ' Be 
plete specifications and comparative se f } Li 
data. Send for your free set today! es . | 

ones i. : Oil-Tight 
. Siar f ee rs =a Pushbutton 
| Enclosures 


Special facilities for producing custom wiring installation equipment 
to your specifications. Send print or sketch for prompt quotation. 


. eagnay 
EYSTONE MANUFACTURING COMPANY 


23328 Sherwood Rd., Warren, Michigan « Phone Slocum 7-4400 





Special Custom Enclosures 
built to your specifications 
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WHAT'S NEW WITH YOUR CUSTOMERS 
It's a Gem Canes “ve 


IT’S UNBREAKABLE installation, there is plenty of effici- 


These items were digested from ency employed. It may be giving a 
a recent issue of Electrical Con- good picture of future installations, 
struction and Maintenance, a i.c., as the load grows it does not 
McGraw-Hill publication. Their mean that there will be more equip- 
ment needed. But it does mean this: 
relatively simple layouts with a lot of 








purpose: to alert you to develop- 
ments and trends reported in 2 : 
the operation of two of your big- special control equipment. 
gest customers—electrical con 
tractors and plant electrical men. New Code Ruling Will 
Make Switches Safer 


1e New York City Dept. of Water 
Federal Reserve Bank base pin Be + aaah sc 
Frontier in Lighting a ae <a t 








in rules for Ove! 
An important breakthrough for high 1200-an ec iry services to con 
frequency lighting ; represented in tend witl the p ntial hazards « 
ederal Reserve Bank Build high i it tems backed up by 

ig 


n xas. Two-hundred W-iImMpe netwe This will 


of installed generating ci ze pplic on ises and CB 
VINYL FLAT HANDLE PLUGS IN| pacity supply a complete 600-v, 840- for over-current protection, In th 
BLACK, BROWN, AND IVORY cycle system of distribution feeders | nd vere rated only 


1 branch rcults for fluorescent e | f I capacities of 


) r } 
iT ranet 





IT’S SOLID VINYL lighting Ihe significant engineering onductor hich hey _ Protect 


esults achieved with this system were¢ ( no n ft must de Capable 
e Increased efficiency of standard safel nterruptin short circuit 
fluorescent lamps operating at 840 current vhich may | delivered into 
cycles, affords modern, high intensity her rotectis ( must do the 
lighting throughout the windowless ob without destri themselves 
butlding with load densities of under — - 
-w per sq. ft Significance to _ you: Services 
f 600-v circuitine pro switches will be bigger, safer and 
heavier. The National Electrical Code 
with minimum current, thereby is going to make these switches capa- 


NO. 790 BROWN a : ble of much more of a role. Profit 
providing maximum ethiciency in the 
NO. 791 IVORY 


e lhe use < 


des energy transfer through the svs 


wise, it's a good sign. 
wire, conduit protective de e 








ces switchboards panelboards and 
iring devices This increased effi 
clenc in equipment application 


VINYL CUBE TAP WITH DOUBLE— (pounds of equipm nt per kilowatt of 
WIPE BLADES, IN BROWN AND IVORY capacity) provides reduced space 1 


ments 
e The elimination of conventional 
ballasts with their high heat output 


IT WON'T CRACK! reduced the required heat removal 
’ i capacity of air-conditioning equipment 

IT WON T CHIP! y about 20 over that which would 
I guired with 60-cvcle 


ery ———_ = ii = = 
la é < thting. Th s particularly significant 





here because the hot climate, and 


ecause the building has no windows 





e The overall lighting system for 
= this type of commercial occupancy 


we was particularly well suited to large 
rea block control by 


magnetic con 


ALL VINYL EXTENSION CORD SETS IN tactors on the branch circuits. And 
BROWN AND IVORY i1utomatic, programmed control of 


contactor operation was readily pro 
Write for complete Catalogue vided with great advantage by an IBM 
of GEM WIRING DEVICES and carrier-frequency central control sys 

CHRISTMAS CATALOGUE tem. This carrier control was also 


used to program operation of heat 





ng. cooling and power loads 


GEM ELECTRIC “From the design view point, the Stusser Adds Branch 


nstallation is the first large frequency SEATTLE, WASH The Stusser 


MFG co INC capacity application of high frequency Electric Co., with headquarters in 
. *;, . e 


lighting in a commercial building Washington, opened its third branch 
233 37th St., Brooklyn 32, N.Y. 


in Bellevuc with James Jacques a 
Significance to you: In the above manager 
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Be We. 
SOLDERING IRO 


with built-in MAGNASTAT temperature control 


Model TC-40— 40 wotts. Controlled 
lower temperature for printed circuits, etc. 


Model TC-60 relLOM 1elii Ma Ge slicelit-te 
temperature for light to medium elec 


ig eel Me cellcl ialle $Qoo 


-— 


Model TC-120— 120 watts. Con- 
trolled temperature for medium to heavy 
electrical soldering. a | @ behed 


let proce 


More reliable 
The sensing device is in your custor 
the MAGNASTAT Wellertip At last... precision soldering tools with built-in temperature control! 


Weller Magnastat soldering irons never overheat constantly 
The MAGNASTAT automatic maintain proper soldering temperature. This means more depend- 
temperature control is logically able soldering by skilled or unskilled workers. Less down time, 
located in the tip and is fully too, because tip redressing is minimized. Plus these other exclusive 
protected by oa sheath of stain- advantages for a more reliable and economical production tool. 
less steel. Tips are premium 
plated for longer life and ta- 
pered for heat efficiency. Re- 
placement tips screw on simply 


@ Saves current when idling @ Approximately '/2 the weight of 

@ Reaches full heat quickly uncontrolled irons 

@ Delicate balance—cool handle Cord plugs into handle 

and securely. e All structural parts are stainless Guaranteed against defects in 
steel materials and workmanship 


Write for catalog and price schedule! Plan to stock up now! 


WELLER ELECTRIC CORP. * 601 Stone’s Crossing Road, Easton, Pa. 
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POWERFUL GAEENLEE 
PROFIT BUILDERS 


new, high-speed, high-power, 
lightweight hydraulic tools 


in the quality line electrical 


contractors know and want 


Hydraulic Conduit and Pipe Benders 


Here's the finest new hea laty lightweigh 
bender available anywt 
in one ram stroke 

. Casy 
ability ‘ 
Pump as si 


1 (ys REENLEE 
Smaller mode 

14" to 2” conduit hand 

pump operated. Greener ful! 

and pipe benders mects all o 

needs. Bend all standard 

ments, for bus-bar, tubi 

bending 


Hydraulic knockout punch driver 
and full line of punches » 


1 


Eas‘ 


Timesaving power boring tools 
* 
SIM Ea ggg hahah - 
as SSo- 
———_—— 


Green.ee Power Bits and Exte 
Greenvee Auger Bits and Auger Bit Exten- 
sions, are known everywhe their fast, 
smooth, dependable performance on the job 
This complete line is one of your steady profit- 
pullers and meets all your customers’ needs 
with the top quality your customers want. 


nsions, like 


GREENLEE TOOL CO.,1848 COLUMBIA AVENUE, 


92 


Fast-approach hydraulic power pumps 
xclusive GREENLEE fast ram approach fea- 


pere 


t 


- minimizes costiy time loss while ¢ 


r waits for ram to contact work 


r special advantages 
mpetition with these 
pletely modern pumps. 
and operation. 


Greenvee hydraulic power pumps operate 
Greencee Hydrauli nders three to five 
times faster than hand pumps. Built-in 


electric motor 


Hand benders for conduit, tubing 


Form small-radius bends without fiattening 
or kinking, eliminate many manufactured 


fittings, save up to 75% in time and material 
Models for rigid and thin-wall conduit 


WRITE for catalog, data sheets, and 
prices. Catalog shows many more time- 
saving GREENLEE tools for electricians. 


ROCKFORD, ILLINOIS 


CALENDAR OF EVENTS 





AUGUST 


Moore-Handley Hardware Co., 
6th Merchandise Mart 
Mobile & Nashville Shows 
August 4-9 
Birmingham Shov 
August 11-16 


Illuminating Engineering Society 
National Technical Conference 
Roval York Hote 
Toronto, Ont., ¢ 
August l 7 >? 


American Institute’ of Electrical 
Engineers 

Pacific General M 

Hote senator 

sacramento, ¢ 

August 19-22 
Western Electronic Show & Conven- 
tion 

West Coast Electronic Mfrs 

and seventh region, IRI 
Pan Pacific Auditor 
Angeles, Calif 


SEPTEMBER 


Midwest Hardware & WHousewares 
Show 

Navy Pier 

Chicage 

Sept. 7 


OCTOBER 


Lake Michigan Club 
Annual Meeting 
French Lick-She 
French Lick, Ir 
Octohe r §.7 


New Jersey Council of Electrical 
Leagues 

Annual Convent 

Atlantic City, N. J 


October 10 


National Electronics Conference 
Hotel Sherm in 
Chicago, Ill 
October 13-1 


American Institute of Electrical 
Engineers 

Fall General Meetin 

Penn-Sheraton Hotel 

Pittsburgh, Pa 


October 27 


NOVEMBER 


National Electrical Mfrs. Assn. 
32nd Annual Meetings 
Iraymore Hotel 
Atlantic City, N. J 
November 10-14 
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NEW 


REMCON 


remote control switching with 
* Dilot-lite indication 


EASIER TO WIRE 


REMCON means 

separate low-voltage power source 
not have to be iz 

basement, you simply hook the thre 
of the relay to the three tern 
switch. It’s that easy! 


EASIER TO SELL eet toe RNR Eo 


rT] aeri aaeqg I er 
I point ynt-pat } 7 
} 





- te” indicatio 

out using additional wiring or 
has these transformers. Substituts« 

tEMCON ‘“‘Pilot-Lite”’ relays 

and switches for standard 
fe ature S ° the “Pilot-Lite” circuit en 

. 

ploys the same three wires 

used for wiring switch to 

relay 


3 Ideal for 3-way o 
° 


switching. REMCON’s complete 


REMCON REMOTE CONTROL SWITCHING ‘i's! dimen we'en? °*” 




















Mr. Wholesaler: (/ 


bik me 
nNyYr VT. 40 
pre-Seiling 


to your custom 





Chromalox 


Electric Heat... 


your hottest market 


Chromalox 
Electric Unit Ventilator 





Chromalox in-Duct 


mr . 


Fog 
Ka 
4 
ba 
F 
Be 

be 
& 





ee: 
ac 


Chromalox 
Automatic Wall-insert Heater 


Chromalox Floor Drop-in Heater 


Cash in with CHROMALOX— 
the complete quality line 


Wherever heat is needed for com- 
fort, electric heat is finding new uses. 
In homes, factory offices, 
schools, motels. 

And not just new structures, but 
existing structures are finding electric 
heat the modern method of heating. 
Electric utilities are promoting this 
new, big market. Are you tying in? 
With the conversion market, as well 
as the new institutional construction, 
there’s a double-barrelled market 
waiting. 

Although 


churches, 


the Chromalox line is 


renowned for quality everywhere, it 
isn’t more expensive. The built-in 
quality Chromalox offers assures you 
of customer satisfaction, without call- 
back for complaints. Attractive ap- 
pearance, long life, and fast instal- 
lation are all in your favor. 

Why not learn the electric heating 
story now? Write for full details 
You'll find nation-wide distribution 
and local Chromalox engineering 
assistance to back your efforts. 

Write now so that you can 
heat better — electrically. 


a nromalox Electric Heat 
Edwin L. Wiegand Company 


75935 Thomas Boulevard 
Pittsburgh 8, Pennsylvania 
CHurchill 2-6400 


See our 


complete line in Sweet’ 


s Catalog 


PEOPLE IN THE NEWS 


MITCHELL P. KARTALIA 


Jones eral man 
cer of General Electric Supply Co., 
div. of General Electric Co., Bridge 
Conn. He the former mana 
d, Aw Con 
eeds W. C., 


or the 


Reginald H. 


dadithoning 
Wichman, \ 
pany, and n 


com 


r of th 


Hotpoint ay 


Odehnal has bi 
of the commercial 

Englewood Electrical 

Chicago, Ill. He has 


years 


Kenneth L. 
named m 
lighting 
Supply Co., 
been with Englewood 
ind was formerly a salesm: in the 
apparatus & su firm 
Chicago brancl 
Mortell control 
for Arrow-Hart & Hegeman 
Co., Hartford, ¢ the 
of Connecticut will 


Hart 


a motor-control 


Paul motor 
alist 


Electric 


spec 
onn. In 
Mortell 
Arrow 


State 


work in cooperation with 


distributors, providing 
field engineering service to help solve 
their customer's 
been engaged in 
trial electrical ale 
the 


out of the 


problems. He has 
and indus 
s in Connecticut for 
Mortell will work 
company’s branch office in 
Boston, Mass. Roger M. Pelletier is 
Motor Control specialist for the states 
of Vermont, Rhode 
of Massachusetts. His 
Mortell 


vholesale 


past two years 


Island, and parts 


duties are the 
same as 


ELECTRICAL WHOLESALING—August, 1958 












Plant 


Maintenance 







Men 
DEPEND ON 


RO RUBBER| + 


ELECTRIC — 


JACKETED CORD \\ 

























No doubt about it, the trusted name in portable cord 






ind cable is ROYAL. Give your plant maintenance 






customers the brand they like best ... and ask for most! 






Stock up on ROYAL ... the one source for all types 






of Rubber, Neoprene, and Plastic Jacketed Cords 
Machine Tool Wire ind Heavy Duty Powr-Kords 


ind Extensions. Take advantage of Royal Quality 








Products and Quality Packaging, for faster selling, 






easier identification, and simpler stocking 







ROU, A a 


e 





Talk with your local Royal representative about the sales 






and profit potential of the full Royal line 










& Made Right . . . to be Right on the Job! 








ROYAL ELECTRIC CORPORATION 
wn asso of 


associate 






iT 





elegra f 


PAWTUCKET + RHODE ISLAND 










‘ ff a eo, Ye, ~ 
“> 
' / SN 
Pag 
> 


¥ 








\ 


N 
iN 






J. 1. C. Boxes and NEMA Type 12 Cabinets 


BOSS Boxes 


meee Smooth corners .. . all sizes 
from 442” x 5” to as large 
as needed. Surface or flush 
mount, with hinged or screw- 
on covers. 


“The Line of Least Resistance”’ 


BOSS 


BOXES AND WIREWAY 
Be sure of QUALITY, positive of excellent SERVICE on stock 
or ‘specials’, with the complete line of BOSS Boxes, Wireway 
& Fittings. UL approved. 


} BOSS Flangeless Hinged Cover Lay-in 


Assemble and lay 


a” : pee in wire after wire- 
way is installed — 
no wire pulling or 
risk of damaging 


insulation! 


BOSS Flanged Hinged Cover 


aCe lite t-te Mots M olelis 
ends . . . any 

number of sec- 

tions can be put 

together. Knock- 

outs on sides 

olsle Mi olela & 


BOSS Flangeless Screw Cover 


a —_, . 
—— 


Equipped with 
== protective screw 
———— shields. Cover has 


keyholes for easy 


ig a eww removal without 
ba : | ' entirely removing 
Am) ‘een! screws. 


Sold thru leading distributors. Write for new complete line Catalog. 


THE HUENEFELD CO. 


2703 Spring Grove Avenue CINCINNATI 25, OHIO 





j. L. SINGLETON 


S. Manuel Pearl ( med 
sale manage! r % Circle Wire & 
Cable Corp., | nd N y 


Lewis 
manaLve 


dent 


Fred Masterson, 

the Ame n ( 
duit Co., I 
of the A. B. Chance Co., 
Mo vith tl f 
Amer Cy ( 


D. Jack Clark 
engineer at the Edwin F. Guth Co., 
St. Lou Mo. His t { Ger 
and parts of Sout f 
ing Char 7 H 
former! t t McKinn 
Newm 


aS 


J. B. W. Keating es I ive! 
for the Canadian Westinghouse Sup- 
ply Co.’s Halifay H vill 
responsi! for igh th 
compan branch H 
Monctor 


Malcolm N. Smith | lected 
vice president I I { lanning 
for EKCO Products Co., Whittier 
Calif. H h I l 
Forster 


product 


Dale Gunther h een appointed 
sales representative [fo the John ie 
Virden Co., Cleveland, Ohio. He will 
cover eastern Pennsvivania. central 
and southern N. J Delaware and 
Marvland. Gunth« ll headquarter 
in Philadelphia 
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no} 
engi 


neer, are jus 


“A drop in the bucket!" Th: 


i for industrial operati 


t cable you need 


Okonite } develops 


alies ater, he 


How Okocords give your customers more value for their cable dollar 


Okonite assure 


max- 


for your cable dollar 


Here’s how 
imum value 
1. By the use of materials developed 

in 80 years of making the finest 


Behind these cable constructions 
are service records that prove the 
extra long life of Okocord flexible 
cords and portable cables under the 
most severe industrial conditions of 
cables 

By constant research to find even 
better materials and constructions 
. By intimate, first-hand knowledge 
problems and con 


mechanical abuse, run-overs, heat, 
oil, moisture, and constant dragging 
over cement floors. 

Longer cable life means lower Op- 
erating costs... reduction of costly 
work stoppages... greater utiliza- 
tion of expensive equipment. Truly, 
Okocord’s longer life represents 
money in the pocket for any plant 
operator. 


of industrial 
ditions. 

. By self-imposed standards for man- 
ufacturing and testing that are 
more exacting than the industry 
requires 


ibles 

‘able 

machinery and portabk 
There ar 


ind 


There are Okocord quality « 
for your 


equipment 


, , = 1} : 
. f 4 
I | | 11U i nints 


bookle { 

picking the right cable constructions 
for your all-important power or con 
trol circuits. Write for f1 Bulletin 


WH-1117 “How to cnoose 


ted cable’ to The Okonite 


insula- 
Com- 


pany, Passaic, } 


where there’s electrical power... there’s OKONITE CABLE 





It’s the EXTRA NEOPRENE 
puts the BRAWN in 


CERTIFIED 


SEND 
FOR NEW 
FREE 
QUICK 
REFERENCE 


wi CATALOG 
Le 
a 


we 


It’s the bonus quantity of Neoprene—67.32%, certified by a registered professional 
engineer—in the outer protecting jacket that gives Bronco 66 Certified its extra tough- 
ness, greater resistance to oil, ozone, sunlight; makes it more flameproof, more resilient, 


more flexible. Jackets are branded every two feet. 


Sold nationally by Electrical Wholesale Distributors. 


WESTERN INSULATED WIRE CO., LOS ANGELES 58, CALIFORNIA 


98 


William B. Gero, stant 
general manager of the la 
dept., Westinghouse Electric Corp., 
Bloomfield N.J { ilter more 
than 
company. He 
in engin 
i 


maine 


tirement 


Ralph Bogan, 
pointed the ( cy I metro 
politan Chic oO |! escent 
lighting systems ot Sylvania Lighting 
Products, I oO is lia El 


tric Prod 


Walter FF. Hermann 
elected a { C ( 
operatio! { the Standard Coil Prod- 
ucts Co., Inc., Ml Park, | 


Jack Shnable 
ceneral 


trols Company of America. 


David Mi. Darrin 
vice president 
Automatic Switch Co., blo 
Park NJ. Frank P. Spinelli 
Robert FF.) McCormick 
pointes 


Robert EF. King listributi 
cquipment I olf Square 
D Co., Detroit, Micl e will 
responsibd! | I tion 
ment 
headqu 
liaison 
field 
ted ir 
joined tt 


make |! 


John D. Simpson | 
dent at t th National 
Electric Products Corp. Howard A. 
Heimbach i ndustrial 
relation . J. OReilly 
president, manutact Ellis G. 
Slack ha ted stant seci 
tary and tant Robert C. 
Downie ted tant 
to the 


Richard H. Gorman { man 
) product planni for General 
Electric Company's Distribution As- 
semblies dept., P! Cor 


vel I 


SALES REPRESENTATIVES 


John C. Virden Co., 
has appointed R 
sales r¢ pres 

N. Y. State 

Dodd 
Oregon 
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Pushmatic*—magic button to extra sales 


Yes. extra sales bex iuse Pushmatik fives tne 

protection your customers want. Available in 15 to 50 am; 
ratings, Duo-Guard® Pushmatic breakers fit any BullDog 
Electri-Center® panel . . . safeguard branch circuits two ways 
Thermal-bimetal action protects against normal overloads 
Magnetic action protects against 
circuits. When a circuit is open, just a push the breaker 


restores service. 


Compact Electri-Centers supply needs from 2 to 42 circuits 
meet most industrial, commercial, institutional and residential 
needs. Let Pushmatic Electri-Centers button down extr 
sales, higher profits for you. Check your BullDog field engineer 
for complete details or write BullDog Electric Products Co 


Detroit 32, Mich 
BULLDOG DUO-GUARD PUSHMATICS ar: 


==" SUSG0OCE 





OVERHEAD INSTALLATION 


ELECTRIC MOTORS 


Pit), lon ale), Bie) 43) 


They'll be asking you for this 


NEW (cc VINYL TAPE 
to speed tight-wiring jobs 


Here’s the latest new Porter electrical tape. It features an im- 


proved vinyl backing, made especially to speed up junction-box 
j . ; 
and other tight-wiring jobs. Also ideal for insulating tools—no 


outer wrap needed. Underwriters’ Laboratories approved 


Single-wind Porter Vinyl Tape stays flexible at low temperatures, 
resists damage from harsh chemicals, abrasion and heat. A new 
high-tack adhesive and new winding and slitting techniques help 
prevent telescoping of tape and save space in tight places where 
compact winding is essential 


Stock and sell new Porter Vinyl] Tape, the latest in the growing, 
profitable Porter tape line. For complete information, write 


Quaker Rubber Divisi ym, H. K. Porter Company, Ine.; Philadel ph a 
yh. P 1. or l thehur ( al fornia, 


Js 


H.K. PORTER COMPANY. INC. 


QUAKER RUBBER DIVISION 





Arrow Conduit & Fittings Corp., 
Brooklyt N.Y the Arrolet 
Corp., Montgom 
the appointme 
regional 
Gseorgi 
lanta 
Alabam 
man «& 

Ohio, Ke 
& Coope 
Michiga 


Ihe Frink Corp. h 
appointment of | 
East Engineering S 


rep! ¢ itive 


Merkle-Korff Gear 
I}! has ippointed 


Ohi 


Al Orlick 


Al Orlick, south 
for the Leviton Mfg 
Brooklyn N.Y 
on May 22, 


1 hy 


ury 


MORE NEW PRODUCTS 





Latest line of 50-, 60-, and 400-cycle, 
brushless ac generators are availabl 
in single and three phase output. De 
scribed “spark free” by manufacturer 
generators come in single bearing anc 
two bearing close coupled design fo 
direct connection to industrial engine 
and can be supplied in two bearing for 
belt drive Manufacturer also say 
size and weight have been reduced 
e Kato Engineering Co., Mankato, 
Minn. 


New line of low-voltage switches 
series 50—can control from one to 
six electrical currents, and are de 
signed to mount to a single gang box 
or switch plaster ring, states the 
manufacturer. Added highpoint is 

in depth for versatile use—can be in 
stalled in limited locations. All 
switches preassembled at factory and 
equipped with leads for easy installa 
tion. e Touch-Plate Mfg. Corp., Long 
Beach, Calif. 
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Here's how contractors net: 


top profits per job with 
new Murray MP breakers 


Jobs go up faster, easier with minimum wiring 
runs—and no nuisance callbacks afterwards 


Finest protection How come? Because “MP” breakers are pil dvantages to } I innecessary 
possible.. at fully magnetic and contain absolutely no allbacks, tisfied istomers, repeat 


limiting thermal element. They work I ness and finally, additional profits 
competitive prices trictly on current alone not heat. ‘ backed by 
Think of the profit advantages for you! a full line of plug-in “MP” load centers 
Now you can put up load centers any- t » than ordinary breakers 
where near steam risers, oil burners, So t time y rde1 cuit breaker 
even in kitchens over stoves wherever ask for new fully magnet MP’s” 


» 


Superior branch circuit protection and 


Carries full rated load it’s most practical for quick, easy wiring see what a diff nee it makes in your 
No nuisance tripping © No waiting to reset th minimum runs. operations. Available now at your Mur- 
Only two switch positions That’s not all! Fully magnetic breakers ray wholesaler’s 

Tungsten silver alloy contacts have always provided superior branch For more 

Sturdy plug-in design ¢ Safety trip-free handle circuit protection without nuisance trip- breakers, mail 

Backed by full line of “mp” load centers 


Murray Manufacturing Corp., 1250 Atlantic Avenue, Brooklyn 16, N.Y Dept 
Please rush me full information on new “MP e 

Name 

Company 

Address 

City State 


Type of business 











MAKES THE DRY TYPE 


POWER TRANSFORMERS 
YOUR CUSTOMERS NEED 


ACME ELECTRIC 


678 WATER STREET 





CORPORATION 


CUBA, N. Y. 





New push button switch is designed 
primarily for appliances or business 
machines utilizing push button switch 
es. Designated model 136A, it fea- 
tures, according to the producer, 
quick connect terminals for easy as 
sembly, flexibility of control and im 
mediate selectivit Multipl 
nection limited only by proximity 
of adjacent terminals. Buttons on 
witch number up to six, and terminals 
number up to twel Rated at 17 


imps fo ( +() nd carries a 


icity of con 


load of 1 np at Q-v ac, or 2-hp a 
40-5 Vil } C I b screw 

racket ther front or 
back mounted. e General Electric 
Co., Accessory Equipment Dept., 
Bridgeport, Conn. 


New Versa-Lite series 


NOUSTI 


pos 
icer als 
ompletels 
can t 
End trims 
Wi e Neo-Ray Products Inc., New 
York, N.Y. 





We stock 
every conceivable 


type and size of 
ELECTRICAL WIRE 


and CABLE 


IMMEDIATE DELIVERY 
WRITE + WIRE + PHONE 


a 
— 


ISS 


EASTERN ELECTRIC 


Sales Company 
3000 W. Columbia Ave. 
Phila. 21, Pa. 


POplar 9-0400 
TELETYPE: PH 913 
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New syncnronous, motor-driven timer, 
witl one three 


timing 


dimensk 
elimin 


e Cutler-Hammer Inc., Milwaukee, 


Wisc. 


Newly designed outdoor luminaire 


1d etter Outdoor 


vall ! { 
VHO. SHO 


rm 


m K } " I I . id tment 
to tl ht angle. @ Revere Electric 
Mfg. Co., Chicago, UL. 


New mercury switch 
, ' 





Only Y-ER EAS has all these features 


non-corrosive lu 


Never greasy or 


king or set 
ng. Specially helpful on 
saddles and turns 
es not run back on 
cables 
»r harmful to hands 
ng 


ntly non-harmful 





or conduit 





; id oF 
Lead, : eather, Brai 
Synthetic | Coveet Cables Ss 


AT ALL LEADING ELECTRICAL SUPPLY HOUSES 


4: etectno COMPOUND CO. | 
150th Street © Cleveland 55 Ohio 
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Complete Specifications on 
these two New Electric Heaters 
Available Upon Request to 


Division O/ 


RADIANT Wall-Type 


Electric Heater 
for Bathroom and Small Room 


COMMERCIAL CONTROLS CORPORATION DEPT. EW-88 ROCHESTER 3, NEW YORK 











switches have been considered unsuit 
able. Switch ts compensated to ac 
commodate large in-rush overload ac 


companying initial actuation. Jena 
glass and other hard glasses are used 
body and lls of 


to form the “ the 


WIRE PULLING COMPOUND switch and a cerami shield Is tused 


to the body to provide protection 


against make-break sparking . 


... pulls all covered wires 
a American Designed Components, Inc. 
and non-metallic cables .. . Jericho, L. I. 


FASTER and Company claims one million opera 

tions minimum for new latch relay. 

Relay made of fine for S-amp 

TRY EASIERI } units and silver cadmium for 10-amy 
° Power 1s ad ft iw 


units ¥ min 


IT N so d 4-w max tk st of 16,000 
ONCE eee ° 2 oe yee |} Ohms max. \ nting dimensions ar 


. e Non-evaporating ¥ i of ;' dth 
YOU'LL e Clean to use 2-1n | 
USE e Easy to apply 5/32-in 
IT e Listed Underwriter’s re-examination eesti 

: noninduct 
ALWAYS! service 6. 12 
4 ] 


24 be e Line Electric 


Order through your Electrical Supply House Co., Newark, NJ 


ADAM COOK'S SONS, INC. se sane hood wee 


man 1S YUCK 


vent pip 


Electrical 
LINDEN, NEW JERSEY Manufacturer 


Products 

j of the rang 
Division : 
ton sw 


light 


CONTINENTAL 
EXPLOSION-PROOF.... WEATHER-PROOF FOR THE COMPLETE 


BOXES AND HOUSINGS Ne ff} 


in madsen tate oe poem alloy INSULATED 
POWER CABLE 


600 T0 15,000 
SIZES: 14 AWG TO 
2,000,000 Ci" 


With a complete range of voltages and 
sizes, Continental Wire offers POWER 
CABLE in types V... AIA... AVA. 

AVB ... SILICONE RUBBER .. . TEFLON 
TAPE .. . and VARNISHED GLASS TAPE 

for extremely high temperatures. For power 
cable with excellent current carrying 
capacities, resistance to oil, grease, 


>» 
Send for Selection and THE corrosive vapors, moisture, as well as 
. ° high temperatures—call 
Specification Data, a of CONTINENTAL, Woallingford 


BULLETIN 158 
MANUFACTURING COMPANY Ccor2f2272€e72f aT 
14300 Lorain Avenue, Cleveland 11, Ohio W2zz ce corporation 
WALLINGFORD, CONN. / YORK, PENNA. 
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heat 
Cail 


casy nstallatu —_———____— 
nap-out aluminum fil 
mepus Rial peteactoe 
rs that lean in water and soap CACTONCAL MERION CONDE 
: x CATALOG 1F84 31. 

e Swanson Mfg. Co., Owosso, Mich. 


Company states field conversion kits 
nD { vith ko’s 
wit ( 





UNIVERSAL 


Extra Glerible 


CONDUIT PRODUCTS 


num CIUC TENS 
tallatior e Furnas Electric Co., 
Batavia, Il. U-10E “EX TRAFLEX’ 
cf U-lICEW "“PULFLEX" 
New five-piece Pierceway multiple , U-208 or U-20G “SEALFLEX" 
outlet kit— mated 3W-4 UNIVERSAL “SEALFLEX-U 
: ‘ +} u-100 FC “TWwIsT-Loc” 





Saints cusialie, Oi comiaiiie enn ae o UNIVERSAL 
, sages iieel aula CATALOG EPB-4 





UNIVERSAL METAL HOSE COMPANY 
2107 SO. KEDZIE AVE. * CHICAGO 23, ILL. 





tion | mit ‘ . nto tandard 


e A. H. Massey, Inc.. 





Derby, Conn. 





- Millions of Steel 


IFFY CLIPS 


Serving the Electrical Industry 


Specify 
MINERALLAC 


HANGERS, CLIPS, Af ' 
STRAPS, BUSHINGS off j Sell Xcelite Tools... Preferred by the Experts! 





Expert design, choice 

materials and con- 

trolled manufacture 

have built ‘‘top-service 

and longest life” into 
Minerallac Electrical Spe- 
cialties. That's why the elec- 

trical industry ‘‘prefers Miner- 
allac”...in steel and Everdur for 
hanging pipe, conduit, BX cable, etc. 


Send for new literature and prices 


MINERALLAC ELECTRIC COMPANY 


25 North Peoria Street— Chicago 7, Illinois ” 
XCELITE, incorporaten 

\ | N E R A | l A ( ORCHARD PARK, NEW YORK 
Canada: Charles W. Pointon, Ltd.. Toronto PREFERRED BY THE EXPERTS 
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POWERCRAFT 


PRIMARY 


BUS SUPPORTS 


STOCKS 
FOR IMMEDIATE 
SHIPMENT 


* Contractors, Industrials, and 
Utilities rely on the accuracy 
of these Bus Supports to meet 
exacting service conditions. 
Available for Indoor and Out- 
door Service — flat or pipe 
mounting. Conform fo NEMA 
standards. POQWERCRAFT  in- 
viles your inquiries on any 
special Bus Support require- 
ment. Other POWERCRAFT 
Products . . . Indoor and Out- 
door Disconnecting Switches, 
Bus Clamps, Power Connec- 
lors, Pipe Frame Fittings for 
114" |. P. S. Pipe, and Clamp 
Insulator Supports. 


SEND FOR NEW CATALOG. 


POWERCRAFT CORPORATION 


Phone Prospect 6-4532 


2215 De Kalb St 


ST. LOUIS 4, MO 


Since 1932 


CLAMP...LOCK 
YOUR CONNECTIONS 
This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 





No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy @ Ample Strength 
High Conductivity © Unoffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 
Specify K&H for YOUR Next Job 
For More Details, Sizes and Prices 


WRITE FOR CATALOG 
KRUEGER & HUDEPOHL, INC. 


1045 EVANS ST., CINCINNATI 4, OHIO 


ELECTRIC SUPPLY 
DISTRIBUTORS, JOBBERS 
WANTED FOR 


ELECTRIC 
HEAT LINE 


| Choice protected territories open 
| for fast moving electric heating 
line. Products include baseboard, 
}wall heaters and thermostats 
| Baseboard heaters by this Western 
manufacturer outsell every make in 
the Pacific Northwest. Get com 


plete information—write today to 


SWAN MANUFACTURING CO. 
1801 West 26th Street 
Vancouver, Washington 

or call E. W. James, Sales Mgr. at 

OXford 3-2505 in Vancouver 


16 new sizes of service-entrance com- 
pression sleeves I lat 


 1() 
~ | 


am 


it< on e A. B. Chance 
Co., Centralia, Mo. 


New 44-in 
conduit connector (N 


Iwist-In flexible steel 


Com { | t-In w 
ot shak e lomic Sales and 
Engineering Co., Detroit, Mich. 


New line of heavy duty-one hole, 
snap-on = pipe Straps I I 
ni I [ Vi l 


m 


Mi 


Nill 


po 
Rigid-tyy 


EMI tc I 
Gedney Electric Co... New York, N.Y. 


ate) |») 
PIPE COUPLINGS 


IN STOCK 
YA" to 6” sizes 
BLACK ENAMELED = 
HOT DIP GALVANIZED 


Conouit Nipere Mec. co. 


1455 SPRING GARDEN AVE. PITTSBURGH 12, PA. 
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CLASSIFIED ADVERTISING 


SELLING OPPORTUNITIES 


AGENTS WANTED LINES WANTED 


POSITIONS WANTED BUSINESS OPPORTUNITIES 





LIGHTING MANUFACTURER'S 
REPRESENTATIVE WANTED 
FOR SOUTHERN OHIO AND KENTUCKY 


rtun xf 


SW-8435 Electrical Wholesaling 


SELLING OPPORTUNITY OFFERED 


cturers Representatives Wanted 


POSITIONS WANTED 


Sales assignment with manufacturers represent 


SELLING OPPORTUNITIES WANTED 


Representatives seeking manufacturer 


Maryland Washington Dt 


k 


Well established Manufacturer Agency 


W 


Manufacturers Representatives Available 
f , Mi 


LINES WANTED | 
BY COMPETENT AND EXPERIENCED SALES | 
REPRESENTATIVE COVERING NEW ENGLANI j 
WRITE 
ARTHUR FRANKLIN | 

43 HARTFORD ST., NATICK, MASS 


New three-way light bulb. 


. I R 
e Westinghouse Electric 
Bloomfield, N.J. 


Corp., Lamp div., 


Company announces 100-w mercury 


vapor lamp 


B 


a 
Sylvania Electric Products, Inc., New 
York, N.Y. 


Latest fixture addition 


w other fixt \ e Gibson 
Mifg. Co., Atlanta, Ga. 


Company claims new ballast 


kK ; tak N 
RSH-21 te I 
OX al t ( (. e Advance 


Transformer Co., Chicago, Ul. 


Hive and Coble 


WHEN YOU WANT 


From Chicego you can get immediate delivery on a 
* 
P 


carried in ur Chicago War 


Type RR 5000 & 15000 Voit 
all types 


Which ne of the many 
nun 


us supply y 


UNIveRs WIRE & CABLE CO 


15 N. Paulina Street 
‘aes 13, IMinois 
Stocks carried in Houston 
and Los Angeles 
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SOSSSSSSSSSHOSOOOSOOOSS 


START MAKING 
“REEL” PRFITS 


with 


LIGHT 
REELS 


Perfect po lighting for warehouses 
loading docks, construction iobs! Available 


and 40' cord lengths 


ELECTRICAL 
BALANCE 
REELS 


for 


Power Tools 


waste rv 
production lines! 
ompletely electrical—n 
separate cables. Non-elec 
tric models equipped with 
nylon-covered steel cable 


also available 


Cordomatic cord control products mean 
high unit profits and easy sales! With 
dozens of uses in the industrial and elec- 
trical fields .. 
greater economy, convenience and safety 


. they offer your customers 


on every job! 


Warehouse stock available in all principal 
U.S. and Canadian cities. Write today for free 
brochures and price sheets 


17th & INDIANA AVE. 
PHILADELPHIA 32, PA 


CORDOMATIC, DEPT 
17th & Indiana Ave 

Philadelphia 32, Pa 

Nam 

Firm 

Address 


City 





ARROLET 
SWITCH BOXES 


ia 

carry 

the load of 
Modern 
Home Wiring 


4” OCTAGON BOX 


with BF Bracket 


= 15KNBF 


quickly and e« 


180NG 


ry 
These are modern box 
home wiring fe Tate! 


Write for specificatior 


Quality Needed for Tomorrow 


is in Arrolet Products 


SWITCH BOXES 
OUTLET BOXES 
BOX COVERS FITTINGS 


ARROLET 


er 2.20) 7 Shrek. 


Montgomery, Penna 


Secks® BALTIMORE, MD 
OHIO * DALIAS, TEX 


Seles Representotives & Warehouse 
* "CHICAGO, ILL. * 


* GREENSBORO, WC + * oO “108 
AMGELES, CALIF + * . y 

NEWTON CENTRE MASS. © * 

“RICHMOND, VA. © ROCHESTER. N.Y. © “SEATTLE, WASH 


* "TAMPA, FLA 
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FREE! 


THE ONLY PRACTICAL 
ON-THE-JOB TAPE CUTTER 
IN THE INDUSTRY 








» GET A QUICK, CLEAN CUT 
» STOP WASTING TAPE 
« END FUMBLING FOR NEXT CUT 


FREE) with every 66° roll of 


SLIPKNOT »7 PLASTIC TAPE 





‘TA bent shaft on an elevator motor 
might have caused a terrible accident 


... if Fusetron dual-element Fuses had 


not shut down the motor” 


Mr. Bull continues 


““As a Commercial and Industrial Representative for 
the Idaho Power Co., I was asked to redesign the 
electrical work for the Feed & Supply Center Inc., ‘Twin 
Falls, Idaho. The installation was handled by Detweiler, 
an electrical contractor 


“When the job was completed, Fusetron fuses kept . 
blowing on a 15 hp., motor that operates the elevator Poul Bull 


Ben Ferguson Idoho P. 
‘“‘Larger size Fusetron fuses were tried and the result Feed & Supply Center mt ya 


was almost disastrous Inc. ~ a 


“When the motor started the whole elevator shaft 
shook as if it would tear apart. Everyone was afraid that 
at any second the motor and apparatus would come For Loads above 600 and up to 5000 amps. — 
crashing down the shaft Use BUSS Hi-Cop Fuses! 

“Fortunately, the Fusetron fuses opened and stopped When coordinated with Fusetron fuses they w 
the motor not open chead of the fuse r ves sult 


“A thorough check revealed the shaft of the motor Eor more information write 


was bent in transit Buftetin FS on Fusetron Bussmann Mfg. Div. eusrwortmy wames IW 


McGrow-Edise ‘ FLeCTRICAL PROTECTION 
fuses r rsity ot Jeflers 


“If Fusetron fuses had failed to open to protect the ” C 
’ Bulletin HCS on BUSS Hi-Cap fuses St. Lovis 7, Mo 


motor, there might have been a terrible accident 


Why Risk Losses! One burned out motor. . .one needless shutdown Play Safe! Install FUSETRON dual-element 
. one destroyed switch or panel... one burned out solenoid... FUSES and BUSS Hi-Cap tt BY he) 


may cost you far more that replacing every other type of protective . . 4 aan ’ 
aahin, Gi City Aecididanieih Gene throughout entire Electrical System! 


UNQUESTIONED DEPENDABILITY .. . 


A fFusetron Fuse Plus’ That Points to More Sales for You 


Ihe condensed message shown above tells how Lhe message shown above ts available in larger 


v 
Fusetron Fuses prevented a potentially disastrous form from the BUSS Fuseman in your territory 
accident by operating as they were meant to Ask him for copies to show your customers. Ca 


, ‘ n his I | Ip ish 
The message underscores a Fusetron Fuse plus “ im for sales help too, if you wis 


utmost dependability—that can help you sell more And remember the complete Fusetron Fuse 


fuses. story 1s contained in the Fusetron Fuse bulletin in 
: your binder. Refer to it often. Get to know all the 
Of course, most of your Customers and prospects 

: protection plusses that are available only from Fuse 
will never have such dramatic need for dependable : : ; 
tron Fuses it will resulc in a lot of ‘sales ph 


electrical protection. But regardless of the de t 


for you 
vree ot need, users Cannot xet full protection from 
devices that—may or may not—operate when pro 


tection 1s necessary 


Stress this Fusetron Fuse dependability when you 
talk to customers about electrical protection and 
make it pay off in more fuse sales. More sales, of BUSSMANN MFG. DIVISION 


course, will mean more money in your pocket 


McGraw-Edison Co 


ST. LOUIS 7, MO. 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 





